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COUPLA months 
column suddenly 
the fact that this is 


back 


the 
woke up to | 
a truck year. 
The conductor sloganed this and 


now it can be said without per- 
adventure of a doubt that the 
whole industry has become truck 
minded. Commercial motor ve- 
hicles are selling like the proverb- 
ial hot cakes and many a dealer, 


during January when car deliv- 
eries were few and far between, 
can thank the truck for keeping 


him out of the red. This applies 
generally because it is a recog- 
nized fact that 88 per cent of the 
commercial vehicle output is sold 
by passenger car dealers. 

As we toddle to press with this | 
particular issue of ADN, which | 
features strongly truck activities, | 
the conductor finds nothing but 
optimism among those who mar- 
ket the trucks. In fact, one sales 
executive had to be a bit pessi- 
mistic in talking to his field men 
in order to soft pedal their un- 
usual enthusiasm. 


ak 


TYPICAL of the confidence the 
manufacturers have in their be- 
lief that “this is a truck year,” 
there is Chevrolet, which this 
week has had 42 regional aides 
and original and special truck 
men in for a pow-wow to plan for} 
April’s activities. 

Out of this meeting came the | 
information that through March 
Chevrolet sold 28,000 units. While 
this is 150 per cent better than 
the same period last year some| 
allowance must be made for the 
conditions that prevailed then— 
depression and all that—but this 
does not detract from the Chev- 
rolet selling success of this year. | 
And to prove that we’re just now 
hitting our stride in the merchan- | 
dising of trucks, Chevrolet ex- 
pects to sell 15,000 in March, while 
the April projection is 25,000. 

* * * 





TALKING with Willis Fish, 
who is responsible for the mar- | 
keting of Chevrolet trucks, the | 
conductor was told that the horo- | 
scope, in Fish’s opinion, shows a| 
truck production of 350,000 for the 
industry as a whole, although 
there are some who say 400,000. 
Be that as it may, Fish feels that 
Chevrolet is going to get a big 
bite of this piece of cake, And 
as he made his prediction, Fish 
filed the claim that Chevrolet 
makes more trucks than 33 out of 
the 35 passenger car manufac- 
turers make cars. 

Fish finds that 90 per cent of 
truck sales is replacements and 
he is of the opinion that the same 
salesman can sell cars and low- 
priced cars. Right now truck 
sales are booming in Iowa and 
through the west and southwest, 
which is attributed to the adjust- 
ment money that has come to the 
farmers through government 
channels. 

A * + 

MEBBE it was because he, too, 

was a newspaper man originally, 
(Continued on Page 21) 
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Huge ‘Market [Eddins Heads Plymouth 
As Vice-Pres.---Gen. Mgr. 


Created By 


Obsolescence 


722.000 Trueks Still In 


Service are 7 Years 


Old or More 


By LOU FOLEY 
Detroit, Mar. 30.—Truck manu- 
facturers have estimated that 
400,000 units will be manufactured 
and sold during 1934 and pro- 
duction figures for the first quar- 


| ter of the present year show that 


they are well on toward reach- 
ing this figure. 

A glance at statistics furnished 
by the NACC and covering the 
past five years or so, however, 
shows that even if this goal of 
400,000 commercial jobs is at- 
tained, it will still fall far short 
of the potential truck market for 
1,138,935 units which exists. 

By placing 400,000 new trucks 
in use the industry will only be 
replacing the number of jobs 


Dan S. Eddins 


that have actually passed out of | ~ 


service and are no longer carried 
in registration figures. It will 
not be touching the replacement 
of units that are eight years old 
or older. 

Half-Million Pass Outs 


NACC figures show that 416, 181 | 


trucks have been lost to regis- 


These figures also show 





tration in the past three years. | 
that | tors Co. and its employes was the 





i transferred to the 





Detroit, Mar. 30.—Dan S. Ed- 
dins, former president of Olds 
Motor Works and for’ several 
months on the executive staff of 
|the Chrysler Corp., has been 
named as vice-president and gen- 
| eral manager of Plymouth, it was 
announced today by B. E. Hutch- 
inson, chairman of the board, No 
other changes in executive con- 


trol have been made. 

Eddins for years has been most 
prominent in the automobile in- 
dustry as an executive. For sev- 
eral years he was in charge of 
Oldsmobile sales until stepped up 
to the presidency of the Lansing 
concern. From there he was 
executive staff 


of B-O-P, following which he re- 
signed to go with the Chrysler 
Corp. 


Since his Chrysler affiliation he 
has been working quietly, study- 
ing dealer problems. Now he has 
been selected to run Plymouth as 
generalmanager,a position 


created for him. 


Nash Strike First Task of 


New Grievance Board 


The wage 
Nash Mo- 


Mar. 30. 
between 


Detroit, 
controversy 


almost twice that number, to be/ first subject to come before the 
newly appointed Automobile La- | 


exact 722,254 units are 


eight | 


years old or more and therefore | 


are obsolete in the fullest sense | 


(Continued on Page 6) 


Budd Peace Made 


On Same Lines 


As Detroit Plan’ 


Washington, Mar. 30.—On the 
principles laid down by President 
Roosevelt last Sunday, the strike 
of 3,000 employes of the Budd 
Mfg. Co., oldest of the automo- 


tive labor controversies, has been 
settled. 


The agreement ending 


the dispute which began last 


November was announced here 
last night by the NRA. Its terms 


reveal an almost exact parallel 


with those upon which the threat- 


ened strike in the automobile in- 
dustry was averted. 

The Budd dispute, an outright 
union -outside union 
has provided the 
NRA with one of its most pro- 
tracted and difficult problems. 


Rehiring Plan 
In its final settlement, the com- 
pany agrees that it will recognize 
outside unions to the extent that 
it will re-employ and lay off men 
on the basis of the automobile 
strike peace formula. With re- 


(Continued on Page 25) 





Board at 
Charles W. 


bor 


today. Nash, presi- 


its meeting here | 


dent of the company, and two of | 


his executives laid the story of 


the Nash strike before the board | 


consisting of Dr. Lee Wolman, 
Roosevelt-appointed neutral chair- 


man; Nicholas Kelley, for the 
manufacturers and Richard L. 
Byrd, representing the workers. 


President Roosevelt's new 


in-! 


dustrial relations program was 
launched here Thursday when 
the board held its first meeting. 
Dr. Wolman, former 
University professor, is considered 
one of the nation’s leading ex- 
perts on the relations of capital 
and labor. 
poration attorney 
adviser for both the 
the Chrysler Corp. Byrd, named 
by the workers, is a former Fisher 
Body and General Motors em- 
ploye, and is secretary of the 
Pontiac, Mich., group of local 


(Continued on Page 2) 


and is 


Opponents Continue War 
On Wagner Bill Passage 


Washington, Mar. 30.—Im- 
pressed by the favorable turn of 
events during the past week, but 
undeceived by them, opponents of 
the Wagner Bill have kept up an 
unremitting attack on the meas- 
ure. Despite the declared inten- 
tion of Senator Wagner to re- 
draft the measure to conform to 
the conditions of the automobile 
controversy settlement, and the 
statement of Senator David I. 
Walsh, Democrat, of Massachus- 
ets, that its fate is up to the 
administration, opponents have 
guarded against the danger of 
over-confidence that the fight al- 
ready is won. 

An unbroken line of industrial, 


Im. | trade, and business leaders has 
filed before the Senate Labor 
Committee all week to testify in 
opposition to the bill. Their ob- 
jections have centered invariably 
to its provision for the outlawing 
of company unions, 

A synthesis of the sentiment of 
industry and business generally 
with respect to the measure was 
presented yesterday by Henry I. 
Harriman, president of the United 
States Chamber of Commerce. 

Attacking the bill from seven 
different angles, the C. of C. presi- 
dent used the automobile strike 
settlement as the major premise 
of his opposing testimony. In 


this connection, he told the com- | 


(Continued on Page 24) 


Columbia | 


Kelley is a noted cor- | 
legal | 
NACC and/|} 


|New Model 
To Be Part of 
1935 Lineup 


No Details Other Than 
Unusual Design Have 
Been Released 


By CHRIS SINSABAUGH 

Detroit, Mar. 30..-Packard will 
invade the lower brackets with a 
1935 model that will list at under 
$1200. It will not conflict with the 
present line of quality cars on 
which Packard has built a world- 
wide reputation, but_will_be sor -*- 
thing separate and distinct, a “tar 
of nnusual design, details of which 
are not available at the present 
time. 

No specific date has been set 
for the debut, but there still re- 
mains research and development 
on the job, the factory says. It 
is anticipated that it will become 
a member of the Packard family 
at the same time as the full 1935 
line is announced. 

It was not until this morning 
when Packard’s annual financial 
report was made that the secret 
was officially divulged. It was car- 
ried in a letter President Alvan 
Macauley sent to stockholders, in 
which he touched on what the 
company has in hand for next 


(Continued on Page 27) 


Factory Payr ‘olls 
Gain 12 Per Cent 


Washington, Mar. 30.—Factory 
employment increased 6.1 per cent 
and payrolls arose 12.6 per cent 


| during the period Jan. 15 to Feb. 


15, Secretary of Labor Francis 
Perkins said. Approximately 345,- 
000 workers returned to work dur- 
ing this month period and pay- 


| rolls increased by about $12,000,- 


000, she said. 
There was a gain of nearly 


| 2,400,000 workers in the manufac- 


|turing and non-manufacturing 
industries for February compared 
with March, 1933. The weekly 
| payroll of February was $67,000,- 
000 greater than estimated weekly 
wages in March a year ago. 
Gains in employment in the man- 
ufacturing industries included 21.3 
per cent in automobile industry. 


Defeat Wagner 
Bill! 


In face of strong opposi- 


tion Senator Wagner has 
agreed to redraft the Labor 
Disputes Act. The bill has 
not been redrafted as yet 
and until it is keep up the 
fight! 
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(Continued f 


unions affiliated with the AFE. 
The Nash hearing was still in 
progress late this afternoon. 


Bans Solicitation 

In its first official order issued 
today the board banned solicita- 
tion for memberships in either 
the AFL locals or company works 
councils during working hours in 
the automobile plants. 

No formal session will be held 
Saturday. On Monday the board 
members expect to begin hear- 
‘ing complaints of union members 
in Flint, Detroit, Pontiac and 
Lansing that manufacturers have 
discriminated against them be- 
cause of affiliations with the AFL. 
Dr. Wolman said there were 50 
complaints of discrimination on 
file. 

All complaints of alleged dis- 
crimination under consideration 
involve Flint auto workers, ac-| 
cording to William Collins, na- 
tional AFL organizer, who sub- 
mitted them at the boards re- 
quest. 

Collins said 13 were from the} 
Buick plant, 11 from the Chevro- | 
let unit, 10 from Fisher Body | 
Plant No. 1 and seven from the} 
AC Spark Plug Co. Of this num-| 
ber_10 are cases which the Detroit | 
Regional Labor Board has already | 
acted upon favorably, but the} 
men have not been allowed to} 
return to their jobs, he declared. 


Will Listen to Men 

Dr. Wolman indicated that the 
board will hear complaints from 
the men themselves just as do 
the Regional Labor Board and| 
the NRA Compliance Board. He} 
said the complaints filed by Col- 
uns Thursday were in brief form. 
The board, he added, has not yet | 
avopted a rule relative to the! 
form or manner in which com- 
plaints shall be submitted. 

The following statement signed | 

three board members was is- | 
sued Thursday: 

“The Automobile Labor Board 
has been in session throughout the | 
day. At various times the board | 
has consulted with representatives 
of labor and of the employers. 
The board is proceeding as rapidly | 
as is humanly possible with the | 
consideration of the problems 
placed before it by the terms 
of the President’s settlement. 

“There is every evidence of the 
desire of all elements in the in-| 
dustry to co-operate with the} 
board in bringing about a lasting | 
and sound settlement of im-| 
portant issues. Meanwhile it is 





| 
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There’s a rush from assembly lines to time clocks and lunch boxes when the 
days are here again with regular jobs and full dinner pails. 


| vice-president of the General Mo- 


| dent of Dodge Bros. Corp., and H. 
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Nash Strike First Task 


Of New Grievance Board 
At Its Meeting in Detroit 


rom Page 1) 

incumbent upon all concerned to 
be patient and to await the re- 
sults of the deliberations of the 
board. 

“In order to avoid friction and 
because of practices that have 
come to the board’s attention, the 
board holds that there should not 
be solicitation for membership in 
either unions or company repre- 
sentation plans during working 
hours.” 

Collins Called 


No sooner had the presidential 
mediators met Thursday than 
they began their deliberations. 
The initial action was to call in 
Collins for a 15-minute confer- 
ence. He returned at 4:20 p. m. 
with his first list of discrimina- 
tion complaints. Meanwhile the 
board, Dr. Wolman and Kelley 
still smoking their pipes compla- 
cently, had conferred with execu- 
tives of the auto industry. 

William S. Knudsen, executive 


tors Corp.; Edward F. Fisher, 
vice-president of the Fisher Body 
Corp., and Merle C. Hale, director 
of industrial relations for Gen- 
eral Motors, arrived at the board’s 
offices at 2:30 p. m. for what Hale 
said was an informal meeting. 
Hale said the visit was made 
so the manufacturers could get 
acquainted with the board per- 
sonnel. 
A little later K. T. Keller, presi- | 





L. Weckler, his assistant; M. A. | 
Cudlip, vice-president and secre- | 
tary of the Packard Motor Car 
Co.; R. G. Waldron, director of | 
personnel for the Hudson Motor 
Car Co., and W. J. Cronin, secre- | 
tary of the manufacturers’ com- |} 
mittee of the NACC arrived to} 
confer with the board. | 


Without Precedents 
Dr. Wolman said that inasmuch | 


as there are no precedents for the | 
board’s work it would have to 
hew its own path. Asked whether 
it would consider only those cases 
in which complaints were made, | 
he said that a number of jurisdic- 
tional questions would have to be | 
worked out. 

Included in the undecided ques- 
tions were those of whether the | 
board would have authority over | 
disputes which might arise in the | 


| Ford Motor Co., which has not | 


signed the automobile code, and | 
which was not a signatory to the | 
agreement entered into between | 
the employers and employes at| 
Washington Sunday. 


Pontiac Motor Co. these days. 


| as 


Listening to Detroit Disputes 





Detroit Free Press Photo. 


Detroit workers and employers spread their complaints before (left 
to right) Nicholas Kelley (employer) Richard L. Byrd, (labor) and 
Dr. Leo Wolman (neutral) members of the President’s Grievance 
Board at its first meeting here. 


Plymouth Car Deliveries 


Set New All-Time Record 


oo “ 


Mar. 30.—Plymouth 
Motor Corp. established a new 
all-time retail delivery record 
during the week ended Mar. 24, 
H. G. Moock, general sales man- 
ager, announced here today. 

Sales to retail buyers totalled 
7,845 units during the week, an 
increase of 3.3 per cent over the 
7,594 units delivered during the 
previous peak week, ended Sept. 
2, 1933. 

Shipments of new Plymouth 
cars to dealers also reached new 
high levels. The corporation 
shipped 9,899 units during the 
week. This was a gain of 6.3 
per cent over the previous week 
and was four and one-half times 
as many units as were shipped 
in the corresponding week a year 
ago. 

Moock said that the shipments 
from Mar. 1, through Mar. 27, 
this year, totalled 39,264 units, 
compared with 6,454 units 
shipped during the entire month 
of March, 1933. 

In announcing the new retail 
delivery record, Moock revealed 
that Plymouth has received a 
total of 169,287 orders from deal- 
ers since Jan. 1. This figure 
represents an increase of 398.34 
per cent over the 33,970 orders 


Detroit, 


| at this time last year. 


Bread and Butter Line at Pontiae 


11:30 whistle blows. Happy 


Employment is at a record high at the 








Hudson Enjoys 
Biggest Week 
In Four Years 


Detroit, Mar. 30.—Shipments of | 
Terraplanes and Hudsons totaled 
4,090 units for the week ending 
Mar. 24, according to Chester G. 
Abbott, general sales manager of 
the Hudson Motor Car Co. In 
announcing this fact Mr. Abbott 
states: “We are now running at 
a faster rate than for over four 
years. To be exact we have to go 
back to the week ending Feb. 22, 
1930, to find a seven-day period 
that exceeded our shipments of 
last week. 

“From Jan. 1 to the end of 
Mar. 24, 1934, we have shipped 
over 19,000 more cars than we 
did for the same period of last 
year. According to the present 
outlook for April we will prob- 
ably make half as many cars as 
we did during the entire year of 
1933. 

“Export shipments and Cana- 
dian business both show a very 
satisfactory gain over a year 
ago. From Jan. 1. to Mar. 24, 
our total shipments have equalled 
62.4 per cent of the shipments 
for the entire year of 1933.” 


U. S. Steel Raises 


Pay of Employes 
New York, Mar. 30.—The United | 
States Steel Corp. announced to- | 





day that its various manufactur- 
ing companies, after meeting with | 
employes’ representative groups, 
had agreed on an advance of ap- 
proximately 10 per cent in wages. | 

In addition, the announcement | 
said, all the lesser salaried em- 
ployes will get a similar pay raise. 


Truck Freight 
Bill Reaches 
Upper House 


Washington, Mar. 30.—Spon- 
sored by Senator Clarence C. 
Dill, Democrat of Washington, 
the Eastman bill for the regula- 
tion of motor freight transpor- 
tation has been introduced in the 
upper branch of Congress. It was 
referred to the Committee on 
Interstate Commerce, but that 
group has yet to assign it to a 
sub-committee for consideration 
and hearing. 

The probable fate of the bill 
at this session of Congress is a 
subject of differing opinions in 
Washington. Many are inclined 
to believe that it hardly will ob- 
tain decisive committee action 
unless it is incorporated by the 
President in his administrative 
program, a development which 
they regard as unlikely. Others 
believe that pressure will be 
brought to bear to obtain action. 

The proposed measure already 
has encountered the opposition 
of the American Trucking Assn., 
Inc., which likens it to the Ray- 
burn bill upon which exhaustive 
hearings were conducted during 
January. 


Chevrolet Sells 
43,430 New Cars 
From March 1-20 


Detroit, Mar. 30.—Retail deliv- 
eries of new 1934 models by Chev- 
rolet dealers throughout the 
United States the first 20 days in 
March totaled 43,430 units, ac- 
cording to William E. Holler, 
general sales manager of Chev- 


| rolet Motor Co. 


This compares with retail de- 
liveries of 15,993 units in the same 
period a year ago and with a 
total of 29,654 in the first 20 days 
of last month, showing respective 
increases of 171.5 per cent and 
46.4 per cent. 


3 NAPA Members 
Named on Code 


Indianapolis, Mar. 30.— Three 
members of the National Automo- 
tive Parts Assn. have been named 
to the parts code authority board, 
it was learned today from W. W. 
Martin, president of the NAPA. 

The new members are: Ralph 
W. Boozer, Indianapolis, who was 
elected treasurer of the code au- 
thority; Earle S. Baldwin, Co- 
lumbus, O., and W. W. Martin, 
Pittsburgh,. Pa. 

The NAPA now includes over 
600 recognized automotive job- 
bers purchasing material from 
the association’s warehouses 
throughout the U. S., Martin de- 
clared., 


Extends Deadline 


Richmond, Va., Mar. 30 (UTPS). 
Owners of automobiles in Vir- 


| ginia have been allowed 15 days 


of grace for the purchase of their 
license tags, John Q. Rhodes, di- 
rector of the division of motor 
vehicles, announced today. 





Dodge Men Deliver 6,023 


Units Week 


Detroit, Mar. 30.—In the latest 


| of his weekly tabulations of retail 


activities, A. vanDerZee, general 
sales manager of Dodge Brothers 
Corp., reports that Dodge dealers, 
during the week ending Mar, 24, 
delivered 2,623 Dodge Sixes, 2,383 
Plymouth Sixes and 1,017 Dodge 
trucks—a total of 6,023 vehicles 

as against 5,154 passenger cars 


and trucks delivered during the} 
| of 1933. 


preceding week. 

The week’s increases are 6.8 per 
cent for Dodge trucks, 13.6 per 
cent for Plymouths and 24 per 


| 1934 





cent for Dodge passenger cars. 


of March 24 


The business of the week ending 
Mar. 24, in terms of actual deliv- 
eries to retail customers, was 


greater by 271.1 per cent than the 


delivery volume recorded for the 
corresponding week of 1933. 

A summary of Dodge dealers’ 
business for the first 12 weeks of 
shows deliveries of 41,047 
units, as against 17,019 units de- 
livered within the first 12 weeks 
The indicated gains in 
Dodge dealers’ year-to-date deliv- 
eries are 104.2 per cent for pas- 
senger cars and 710.9 per cent for 
Dodge trucks. 
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Parts and Accessories Covered 


In Code’s Standard Prices 


Long Ignored Branch of Dealer’s Business Gains New| ) 





Standing as It Joins New and Used Cars 


On 


Sounder Price 


Basis 


(This is the sixth of a series of articles which will appear 


weekly in ADN in 


which William Ullman looks analytically at 


the various provisions of the automotive retail trade’s code of 
fair competition from the standpoint of their practical meaning.) 








By WILLIAM ULLMAN 


Washington, Mar. 30.—It was not enough, those who 
drafted it realized, that the dealers’ code of fair competi- 
tion should stop with the creation of definite formulas 
to control new car sales prices and allowances on used 


cars. 


Great as were the contributions of these two provisions 
toward the establishment of an imperatively necessary 
price stability in the retail trade, it was recognized that 


they did not reach far enough. 
That is why the code also in- 
cludes provisions relating to de- 
finite, uniform prices for parts, 
accessories and supplies marketed 
through the motor manufacturers 
retail outlets. 


The status of this formerly 
subordinate branch of retail auto- 
motive enterprise has changed in 
the years of the depression. Pro- 
gressive and enterprising dealers 
have learned that it possesses 
profit possibilities that have re- 
mained too largely undeveloped 
and unexplored. 


Support for this conclusion is 
manifest in the briefest glance 
at figures on the automobile in- 
dustry’s performance during re- 
cent years. In 1932, for example, 
the low point of the depression 
so far as the automobile industry 
and trade are concerned, the 
wholesale value of replacement 
parts, accessories, and tires was 
impressively close to the figure 
representing the wholesale value 
of new passenger cars. The fig- 
ures were $622,320,448 and $650,- 
781,297 respectively. Final fig- 
ures for 1933, a much better year 
for the industry as a whole, were 
less favorable comparatively but 
they leave no doubt that at all 
times the parts, accessories and 
supply branch of the dealer’s 
business is impressively large. 
Preliminary estimates place the 
wholesale value of cars for the 
year at $795,200,000, that of parts 
and accessories at $425,728,000. 


Their effort to develop this 
enormous sales field into one 
that would yield a profit was one 
which dealers found to be ren- 
dered infertile by competitive 
practices as inimical as those 
prevalent in the used car field. 
The majority of dealers felt dif- 








| 


ferently about its potential merits | 


for profit and the latter group 


treated it, accordingly, as a sort | will 


of loss-leader when they paid any 
particular attention to it at all. 
The code of the retail trade 
gives a new standing to this 
branch of the dealer’s business. 


It says of parts, accessory and | 


supply prices that they “shall be 


the manufacturer’s published list | 
all | 


price adjusted to _ include 
taxes.” And, it adds pertinently: 

‘Tt shall 
practice for any dealer to sell 
such parts, accessories and sup- 
plies at other than the retail list 
price except to duly authorized 
dealers, associate or sub-dealers, 
or authorized service stations op- 
erating under any NRA code.” 

Thus, in another important 


be an unfair trade | 


pective buyer a bribe in the form 
of accessories or supplies at a 
bargain rate. If the purchaser 
of a new car wants a spare tire, 
bumpers or any other item of 
equipment—and _ invariably he 
does—they are his at a standard 
price. The price is the same 
wherever he may go, or the code 
has been violated. 

Exactly the same situation pre- 
vails in the service field. Dealers 
offering the same replacement 
parts must charge the same price 
for them. There is no opportu- 
nity to trim prices to customers as 
a business inducement where the 
same materials are used for the 
job, unless it can be done through 
greater efficiency in doing the 
work, justifiable excuse for lower 
prices under the code. 

The motor car dealer as a 
business man has drawn a great 
deal of criticism upon himself 


for more than a decade for his | 


inability to show anything but 
an aggregate loss on a volume of 
business that has exceeded, or at 
least approximated, a half-billion 
dollars annually. Dispassionate 
analysts of his business have seen 
this field as a _ potential gold 
mine, but not unless it is worked 
properly. The market offered is 
constantly active, automatically 
created, and includes some 24,- 
000,000 potential customers. 

The code, stabilizing prices for 
the first time, gives the trade an 
opportunity to develop this mar- 
ket in an orderly and profitable 
fashion. The dealer who fails to 
take advantage of it no longer 
has recourse to the lament that 
he is powerless to do anything 
in the face of his competitor's 
bad practices. He can stop these 
unfair practices by bringing them 
to the attention of the proper 
code authorities. 

(The seventh article of this series 
appear in ADN, Saturday, 
April 7.) 


De Luxe Sedan 
New Addition to 
Plymouth Line 


Detroit, Mar. 30. A de luxe 
town sedan was announced by | 
the Plymouth Motor Corp. here | 
this week. 

In making the announcement, 


|the corporation stated that the 


function all those identified with | 


the retail automotive trade are put 
upon an equal footing competi- 
tively. No longer is the retailer 
who is trying to operate all 
branches of his_ business _in- 
telligently and profitably at the 
mercy of a neighbor who thinks 


to operate this side of his enter- | 


prise at a loss in order that an- 
other might be made to net him 
a profit. The customer gets the 
same treatment in respect to 
price wherever he may go, or, 


new model was developed to meet | 
numerous dealer requests for a 
car of this type. 

The new model, priced at $685 | 
f.o.b. Detroit, rounds out the cor- 
poration’s line of 1934 cars. It | 
is already in production andj} 
shipments in volume have started. 

A four-door, four-window sedan, | 
the new model is a “close- 
coupled” car but a large car, util- 
izing 114-inch wheelbase. A hand- | 
some new built-in trunk is 
mounted on the rear as standard 


|equipment. Upholstery and cer-| 
|tain interior appointments are 
new. 


if he does not, a law has been | 


violated and the guilty dealer four colors: black, fisherman blue, 
lays himself open to punishment. | gray and gunmetal. 


It means that no longer is the 


dealer able to offer the pros-| which is part of the body. 


The new model is presented in 





It 
the 


is not 


available without trunk, 





| since 









Gen. Electric Studies 
Profit Sharing Plan 


Schenectady, N. Y., Mar. 
30.—The board of directors 
| of the General Electric Co. 
| today submitted to stock- 
| holders a_ profit sharing 
plan designed to affect all 
employes of the company, 
which number nearly 50,000. 
If approved by the stock- 
holders, the application of 
the profit-sharing principle 
| to such a large group of 
| workers will make the plan 
| unique in business history. 
Under the proposed plan | 
| for supplementary compen- 
sation, the directors are 
given authority, in their dis- 
cretion, to set aside in any 
year out of the earnings of 
the company available for 
dividends on the common 
stock, after deduction of 
| eight per cent of the aver- 
age book value of common 
| stock, an amount not in ex- 
cess of 12% per cent of the 
balance of such earnings. 
Based upon the present 
book value of the common 
stock, no participation can 
result under this plan until 
the annual earnings avail- 
able for the common stock 
| amount to approximately 83 
cents per share. 
















ederal Makes 
Two Changes 


In Sales Forces 


F 


Detroit, Mar. 30.—Appointment 
of F. W. Balser and John T. 
Jamison to the field sales force 
of the Federal Motor Truck Co., 
was announced today by J. F. 
Bowman, vice-president in charge 
| of sales. 

Balser will act as a_ special 
representative on the district 
sales manager’s staff. His ex- 
perience in the commercial ve- 
hicle field dates back to 1916, 
| when he joined the White Co. as 
a sales representative. He re- 
mained there until 1927, when he 


car manager for Pierce-Arrow. In 
1931 he went to the Pacific Coast 
for General Motors, returning to 
Detroit about a year ago, to as- 


|} sume an active part in the motor 


freight industry here. 

Jamison will travel the Pennsyl- 
vania, Maryland and New Jersey 
territory as district sales man- 
ager. He has been identified with 
the automotive industry, doing 
both wholesale and retail work, 
1914, 





iB these columns. 

































resigned to become commercial | 
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THE INQUIRING REPORTER 


N these columns Automotive Daily News will attempt to 
give a cross-section of opinion among members of the 
trade on subjects of interest to the trade. Readers are in- 


vited to participate in this symposium by expressing their 
opinions on questions asked by the Inquiring Reporter and 
also by suggesting questions upon which they would like to 


| obtain the opinions of others. Dealers, distributors, manu- 
facturers, and association chiefs are invited to make use of 


{ 
aaa 


Today’s question is: Do you think the proposed method of determ- 
ining used truck valuation on the basis of age is fair? What other 
method would you propose? 

Louis Sultan, Sultan Chevrolet Co., Detroit: “I had been a used 
truck dealer for 20 years before taking Chevrolet. I think the allow- 
ance as proposed in the new code is too low for the general run of 
trucks.” 





| ~— ———— SO ~- a ———— 


* * 


George Holybaugh, Geo. Holybaugh, Inc., Detroit, Ford Dealer: “The 
need of a truck dealer code to control used truck allowances is beyond 
question. I think the proposed method of determining this valuation 
should be amended to give some consideration to such variables as 
bodies, equipment and so forth. I have not, however, a better plan of 
evaluation than that proposed.” 

Pa 


* 


a * 


A. M. Colville, Colville-Moore Co., Detroit Dodge Dealer: “I feel 
that there is a definite need for a truck dealer’s code. The proposed 
method of determining used truck values based on discounts from the 
original cost leaves a question of what the original cost was. My re- 
action is that it should be based on delivered price of cab and chassis, 
forgetting the body, or determine the value of the used truck in the 
same way that we do it in the passenger car field—either by actual 
selling prices or agreement among the dealers in the trade area. 

* * co 


H. J. Berie, sales manager, Highland Chevrolet Co., Detroit: “I 
would prefer an evaluation plan which would take into consideration 
the condition of the truck when it is brought into the show room. 
Some provision must be made to permit the dealer a fair margin 
recondition and replacing the rubber as used trucks must be in good 
operating condition for ready resale.” The man who takes care of 
his property should not be penalized by the code.” 

* * * 


Robt. W. Ford, Robt. W. Ford, Dearborn, Ford dealer: “I feel that 
the method suggested is largely fair with few exceptions. We have 
recently had a 1% ton truck offered to us which was used as a 
tractor carrying five tons of the truck itself and towing a 12 ton 
trailer load. This unit has been in regular service and common sense 
would indicate that this service has placed unusual wear on the 
vehicle somewhere. I am heartily in favor of a 50 per cent discount 
at the end of the first year and diminishing discounts to liquidate the 
cost of the truck in about three to four years.” 

* * * 

E. Foster Moreton, vice-president, American Trucking Assn., De- 
troit: “Regardless of what system is used to arrive at the used truck 
valuation—when the truck is a junker it should not be sold again to 
be used again in competition with the buyer of a new truck. It 
should be junked in fact. A definite limit should be set so that all 
trucks taken in at a price under that limit are required by law to 
be junked. 


* * % 


J. W. Thompson, Federal Motor Truck Co., Detroit branch: “I feel 
that the method of determining used truck turn-in valuation as pro- 
posed in the code is eminently fair. Under this plan the unit would 
be depreciated at a certain rate varying with its age. This deprecia- 
tion would apply to the cost of the entire vehicle based on the makers 
list price for it when it was new or bonafide evidence of the cost 
to the owner at the time of its original purchase. I do feel, however, 
that the section of the code related to fleet discounts should be 
amended to set a limit of say 25 per cent as the maximum discount 
that could be granted to a fleet operator by the factory or any other 
person merchandising new vehicles.” 





soe will consist of girl em- 

ployes of the various General Mo- 
tors units in the city. A member- 
ship of 500 is expected to be en- 
rolled. Meetings are to be held 
monthly with company officials 
and outside speakers on the 
program. 


Form G. M. Girls Club 

At Flint, Michigan 
Flint, Mar. 30.—Plans to or- 
ganize a General Motors Girls’ 
| club of Flint have been com- 
pleted, with the initial meeting | 
| set for early in April. Member- | 


f 





Newest Plymouth Offering Is Sleek and Shiny 





Plymouth bows to those who want that little extra touch of style and distinction with this de luxe town 


sedan, the latest addition to the line. 


Said to be one of the smartest models ever offered on a Plymouth 


chassis, it has many features such as the built-in trunk mounted on the rear 
which is standard equipment and a part of the body. 
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COPYRIGHT, 1933 npany, 
sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
of NEWS which timely, authentic and of value. 


One 





WE DO OUR PART 


dissemination is 
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, 1934 


This is a Truck Year 

F motor truck manufacturers sell and register this year 

a number of trucks equal to those which have been 
retired without replacement since 1930, the industry will 
have its second largest year’s production in its history. 
Today this quota seems likely to be fulfilled and with that 
thought in mind Automotive Daily News would like to 
bring home to dealers everywhere that “THIS IS A 
TRUCK YEAR.” 

Since 1930 when truck registrations reached a total of 
3,486,019 units, 416,681 units have been dropped from the 
registration rolls. This means that there is an immediate 
market today for 416,681 trucks in order to bring our 
registrations on a par with what they were in 1931. There 
is real reason to believe, that while many of the trucks 
which have been dropped from registrations during the 
past three years now languish on jacks in the nation’s 
garages, they will never again be returned to active 
service. 

In most cases the trucks which have been decommis- 
sioned for economic reasons during the past three years 
have been stripped by their owners in order to keep active 
trucks in service. Then, too, it may be assumed that the 
first trucks to be taken out of service were the oldest 
trucks in the fleet. These units would now be as obsolete 
on the highways as Adam’s off ox. Their two wheel 
brakes, low top road speed, ratio of weight to pay load, 
inability to operate economically on present day fuels 

make their reentry into service practically impossible. 
Then, too, fleet operators this year are leaning more 
toward rebuilding their entire fleets rather than replacing 
individual vehicles as they wear out completely. A care- 
ful study of fleet operation through the years has revealed 
the wisdom of this new decision. 

Now in addition to the 416,681 trucks that have disap- 
peared from registration during the past three years, 
722,254 of those that are still carrying plates are past 
seven years old. These units have outlived their efficient 
life and are ripe for replacement. This gives us a poten- 
tial market for 1,138,935 trucks which would represent a 
dollars and cents market of $732,335,205. Naturally, this 
potential cannot, by any stretch of the imagination, be 
translated into production and sales in the current year 
—but this figure means that there is a possible $21,000 
additional gross profit waiting for each of the 35,000 
automotive dealers in the country who is willing to try 
to get his share. IS THIS A TRUCK YEAR? 


We will not forget the grief that came to many dealers as the 
result of the efforts in selling trucks in 1930. Over trading, repos- 
sessions and what not. But this year, we hope this month, dealers in 
trucks will be operating under a code which will eliminate many of 
the bad practices and the business trend is up not down. 

Also we must not overlook the fact that many new faces are com- 
ing into the truck market, markets which have never been worked, 
but which are now fertile. Cotton money, corn-hog money, reclama- 
tion work, public works projects offer new outlets. Our new methods 
of distribution and hand-to-mouth operations of small stores require 
the use of many one-half to two ton models not previously thought 
necessary. 

And here is an angle to truck selling which many may have over- 
looked 88 per cent of all trucks sold during 1933 were sold by pas- 
senger car dealers. But no passenger car dealer who hopes to profit 
should add trucks to his line with an idea that now and then he may 
be able to pick up an odd customer for a truck. Truck selling re- 
quires more study and effort than passenger car selling; its profits 
per units will be higher because of the field it offers for extras and 
equipment. But trucks must be sold and kept sold. And they can be 


sold by all dealers in 1934, for THIS IS A TRUCK YEAR. 
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“for a man who can cover up his | 





FREE 


AIR 


By Cliff Knoble 





E WONDER how Gin’ral 
Johnson would have handled 


la strike in the army? 


* 4 oH 


The late Otto Kahn once re- 
marked that there’s a _ potential 
opera star in every American 
home. It would be awful to have 
such a belief become prevalent 
after the trouble we’ve had in 
curbing the persuasion that every 
home contained a potential Bar- 
ney Oldfield. 


* * * 
There’s never been anything 
like the home-made repair for 


propagating the cuss word. 
* % ob : 
Nominations for the Most 
Useless Thing in the World 
No. 3: “A speedometer on a re- 
pairman.”—Irate Customer, 
Br A ok 
A frog can jump twenty times 
its own length. So can a man 
when he discovers the total of his 
annual motoring taxes. 
DAFFY DEFINITIONS 
Dumbness: Striking yourself 
out of a good job because your 
employer refuses to tip his hat to 
the head of your lodge. 


Here’s a quick way to win the 
next war. Conscript all motorists 
convicted of reckless driving, put 
them in decrepit jaloppies, point 
‘em toward the enemy and turn 
"em loose. 


Sentences never seen in an au- 


tomobile ad “Manufactured by 
the gracious permission of the 
A. F. Of £” 


* He * 


After viewing several groups of 
CWA “workers,” we conclude that 
our opinion of the old-fashioned 
automobile salesman was 
curate. He DID display enough 
activity to get in out of the rain. 


When two women drivers argue 
about which one was at fault, it’s 
hard for the average motorist to 
exercise mirth control. 

J 2 ; 

Correct this sentence: “There’s 
a wonderful future in this busi- 
said the wholesale traveler, 


incompetence with such remark- 
able reports as mine.” 


without until 


Doing you have 
the cash, is a philosophy that ap- 


pears to be recommended to deal- 
ers only. 
* * * 
It’s easy enough to be pleasant, 
With all of your tires full of air, 
But the guy worth while, 


Is the one who can smile, 
With one going flat, and no spare. 
* * * 

As high school students, we 


learned that all Gaul was divided 
into three parts. The three parts 
are all contained within the pres- 
ent boundaries of France. Which 
explains a great deal. 


* * * 


Queer Queries 


Dear C. K.—Last week I sold a 
used car to a feller for $90.00. He 
only paid me $10.00 down, drove it 
out of the lot and right smack 
into a street car and wrecked it 
completely. I went after him and 


he clumb out of the wreck and 
ran away. What kin I do? 
Anxious Adam. 

Dear Ad: You can’t do any- 
thing. There’s no way of defying 
nature’s laws. It’s spring, and 
entirely natural that the sap 
should start running. 

* * * 


FACTORY WORKERS’ theme 
song: “Smoke gets in your eyes” 

and ears, and hair, and cloth- 
ing, and upholstering, and isn’t 
that just dandy! 


The Detroit News, 


inac- | 
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MOVE OVER, KID, 
AND GIMME HALF 
uA Vv Wi 












| contained 


be observed upon request. 


fnother Racket 


The following information was 
in a bulletin released 
Brooklyn and Long Island 
Dealers’ Assn., under 


all of which is 


by the 
Automobile 
date of Mar. 5, 
self-explanatory: 

“Bogus insurance adjustors 
have victimized a number of deal- 
ers recently by using a new 
racket whereby storage and tow- 


ing charges are collected by the 
fake adjuster before the dealer 


has a chance to get possession of 








the damaged vehicle in a public 
garage. A letter has been re- 
ceived from a prominent Long 
Island corporation, in addition to 
several telephone complaints. 


Obviously none of the insurance | 
companies mentioned in this let- | 


ter employ racketeering adjusters. 
This fake adjuster varies his 
stories from time to time but the 


essentials are substantially the 
same as given in the following 
letter. 


“A few weeks ago we were the 
victim in a small way of a racket 
that is new to us. It may be of 
interest to other dealers, so we 
are calling it to your attention. 

“We received a telephone mes- 
sage from a man calling himself 
Mr. Raymond and representing 
himself to be an adjuster for the 
Glens Falls Insurance Co. Over 
the telephone he informed us that 
a Pontiac automobile had been 
wrecked and it had been towed 
to the Hudson Tunnel Garage, 
Varick St.. New York. It was 
explained to us that there was a 
storage and towing charge 
amounting to $14.00, and upon 
payment of this amount we were 
to get the automobile and proceed 
with the repairs. It was requested 
that we meet the so-called ad- 
juster on the street in the vicinity 
of the garage. We sent two men 
in an automobile to tow the car 
in and met the man at the ap- 
pointed place. The first thing he 
did was to request the $14.00, ex- 
plained that it was necessary for 
him to go to a nearby courthouse 





and do not necessarily coincide with those of the editors. 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 
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Not a | Road | Hog, hoe Taking His 


Place in the Picture! 


In This Corner 


The views expressed in this column are those of our readers 


Readers 


papers signed in 
connection with the transaction. 
Our messenger did not at once 
give up the $14.00 but accom- 
panied him to the New York 
County Courthouse on Center St., 


to have some 


where a successful attempt was 
made to get the $14.00. The so- 
called adjuster excused himself 


to go into one of the courtrooms 
and disappeared. 

“We understand that several 
other dealers have been recently 
victimized in the same manner 
and the Travelers Insurance Co. 
telephoned us today, cautioning 
us against this racket. 

“As we stated before, this in- 
formation may be of interest to 


(Continued on Page 22) 


--a word in 
ewise” 


“edg 


By the Publisher 





THE THREE COMMON  di- 
mensions of the automotive in- 
dustry are generally conceded to 
be: 

(1) Manufacturing 

(2) Distribution 

(3) Sales 
and in this issue we have given 
the title “THE 4th DIMENSION” 
to a column which will cover the 
NEWS in ADVERTISING in the 
automotive industry. Every phase 
of advertising and sales promo- 
tion as it affects the manufac- 
turer and the dealer will be cov- 


ered, whether it be media, radio, 
out-door or direct mail. 
ow * ab 
TO INAUGURATE the new 


feature we have secured the serv- 
ices of Irving Beckman, known 
to many of our readers as Detroit 
correspondent of that excellent 
newspaper of the advertising 
business, Advertising Age of Chi- 
cago, Mr. Beckman will welcome 
news or illustrations of new cam- 


(Continued on Page 25) 
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For one truck builder 
The Digest outpulled 
media twice its size! 





S' NCE the inception of the automotive 
industry, The Literary Digest has been 
a “natural” for the advertising of motor 
cars and trucks. Its powerful and influential 
executive readership has been invaluable to 
truck builders. Its amazing percentage of 
reader-families well able to afford motor 
cars has seldom, if ever, been approached by 
any other large circulation publication. 


Now with business definitely on the upturn 
—comes new evidence of The Digest’s power 
to sell trucks and motor cars: 


A truck advertiser offers a booklet — The 
Digest outpulls magazines of more than 
twice its circulation, not only in low 
cost per inquiry, but in total number 
of inquiries! 


The Digest offers its readers a directory of 
the new 1934 cars—back come more than 
7,000 requests! 


In the latter offer there was no startling 
announcement of new improvements, ad- 
vanced body design, greater speed, quieter 
motors. It was simply a plain, matter-of-fact 
offer of little more than a booklet—a mini- 
ature catalog of new cars. Yet more than 





7,000 readers were interested enough in new 
cars to write for it! Imagine the response of 
Digest readers to the much more dramatic 
news you have to offer! 


N 1934 The Literary Digest offers more 

value to automotive advertisers than ever 
before. Percentages in the latest report of 
the Starch Survey of Media Effectiveness 
indicate that 577,000 Digest reader-families 
have incomes over $3,000 yearly; 189,000 
have incomes over $5,000 yearly. No other 








On the new 1934 cars 
one offer resulted in 
over 7,000 inquiries! 





publication offers so great a potential market 
for motor cars at so little cost! 


334,757 of the people who read The Digest 
follow one or another of the professions 
(motor car advertisers, please note.) 324,346 
of the people who read The Digest are execu- 
tives or proprietors (truck advertisers, please 
note.) For instance, an occupational analysis 
conducted for The Digest shows that 175,082 
are in manufacturing industries; 173,003 
are wholesale or retail dealers; 52,117 are 
engaged in transportation and public ser- 
vices; 51,428 in government services; 68,500 
in agriculture and forestry; 17,193 in mining; 
6,920 in hotel and restaurant management; 
3,265 in hospital and institution management. 


And this greatest of all automotive markets 
is one of the least expensive to reach! Your 
advertising dollar places your page adver- 
tisement before 420 reader-families in The 
Literary Digest, as against 380 in The 
Saturday Evening Post, 370 in Cosmopolitan, 
or 270 in Time. 


Frankly, is it any wonder that automotive 
business is on the up-and-up in The Digest? 
The Literary Digest, 354 Fourth Avenue, 
New York. 


‘ 
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With thie issue Automotive D 
ture—news and gossip concernin 
weekly by Irving Beckman, well 
Not only will the executives of 
Beckman’s contributions, 


mobile products.—THE EDITOR. 


ane advertising is continuing to lead the 
way up the ladder of increasing advertising volume | 


in newspapers, according to 


summarizing February linage figures. 
Advertising for the industry gained 1,778,000 lines, or 


43.6 per cent in February—c 


per cent for all other general advertising, exclusive of 
automotive, and an increase of 13.3 per cent for all retail 


advertising. They are all, how- 
ever, going up. Don’t skip that. 


* * a 


EARLY this week H. T. Ewald, 
president of the Campbell-Ewald 
Co., announced the appointment 
of Frank G. 
Kane as a vice- 
president of the 
company. He 
will supervise 
the advertising 
account of the 
Pontiac Motor 
Co. 

Kane comes 
from Erwin 
Wasey & Co., a 
New York agen- 
cy, where he 








Frank G. Kane 


spent nine years as copy writer, 
copy chief and account executive. 
He served for two years also as 
account executive for MacManus, 


Inc., Detroit. At one time he was 
magazine editor for the Packard | 
Motor Car Co. 

A graduate of the University | 
of Michigan, Kane has returned | 
there occasionally to lecture on | 
journalism, a subject which he | 
taught as professor and head of 
the journalism department at the | 
University of Seattle, Washington. 


* * 


EXECUTING a switch in ad- 
vertising and sales strategy, the 
Fruehauf Trailer Co. of Detroit 
this year is going to fire its big 
shells in the direction of execu- 
tives of large manufacturing 
plants and wholesale establish- 
ments who are likely prospects 
for good-sized orders of haulage 
units. The individual owner and 
driver will be taken care of by 
the infantry. 

L. C. Allman, who, as sales 
promotion manager, is field mar- 
shal in charge of the campaign. 

The first shell produced at the 
Fruehauf advertising munitions 
plant is a_ booklet, “Executive 
Thinking,” which Uncle Sam’s 
blue-uniformed delivery corps is 
now in the process of bringing to 
the desks of approximately 1,500 
carefully selected heads of busi- 
nesses throughout the country. 


DILLINGER 


SELECTED 


FORD V-8 
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—Courtesy Advertising Age. 


th Dimension 


The News of Automotive Advertising 
By IRVING BECKMAN 


but the information he 
be of vital interest to dealers also, keeping them posted as to what 
the factories are doing in helping them sell cars and other auto- 


| low today’s official announcement 
|of the 1934 Flying Cloud by Reo. 


| ogy” 
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“This Little Piggie Went to Market” 





aily News introduces a new fea- 
g automotive advertising written 
known authority on this subject. 
the industry be interested in Mr. 
will give should 


an Advertising Age report 


ompared with a gain of 10.8 


In a novel manner of presenta- 
tion, the booklet sets forth via 
type and illustration a _ steady 
series of facts and figures to 
quickly demonstrate to the ex- 
ecutive mind the economies and 
other advantages to be gained by 
employing Freuhauf’s “engineered 
transportation.” 

This first salvo, however, is 
only a preliminary to the real 
heavy firing, which comes in the 
form of full pages in an imposing 
list of trade publications and 
truck association papers. 

* + - 


A CAMPAIGN to introduce the 
new models to the public will fol- 


George W. Eversman, advertis- 
ing manager, and Maxon, Inc., 
the company’s agency, are now| 
hard at work putting the final 
touches on plans for the drive, | 


|which will embrace national | 
magazines, newspapers, direct} 
|mail, automotive trade publica- 


tions and radio. 
Magazines will form the back- 
bone of the campaign. The April 





(Continued from Page 1) Tae 


of the term and should be re- 
placed. These two figures com-| 





1,138,935 units. | 


The reasons assigned by truck 
experts for the dissappearance 
from the registration lists of al- | 
most a half million units during | 
the past three years are as fol-| 
lows. First, obsolesence followed | 
by the inevitable trip to the junk- | 
yard; second, that fleet owners | 
have been robbing part of their 
fleets of parts to repair the re- 
mainder of the fleet which was 


years these fleet operators have 
not made the capital expenditures | 


ice through lack of need for them 
and which have been dismantled 


and those which, although kept | 





28 issue of Saturday Evening 
Post will lead off with a bleed | 


|spread featuring a stop-readers 


headline, “See the Brilliant New | 
1934 Reo—-WITH NO GEAR| 
SHIFT LEVER.” Then will fol-| 
low more bleed pages in Collier’s 
and the Saturday Evening Post 
during the first two weeks in 
May. This basic schedule will be 
supplemented throughout the sell- 
ing season with other good-sized 
copy in additional general and 
technical magazines. 


The other three consumer 
mediums — newspapers, direct 
mail and radio—will be brought 
into play as distributors and 
dealers receive their cars. Radio 
will be in the form of spot an- 
nouncements. There will be 
hundreds and hundreds of them. 


* * * 


TALK ABOUT timely adver- 
tising! Who would think of 
making automotive copy out of 
a notorious gangster’s jail break? 
Dorsey Motors, New Jersey Ford 
distributor, treated Dillinger’s 
escape like a city editor. Immedi- 
ately after the flight, Dorsey ran | 
this advertisement in home town | 
newspapers: 


“DILLINGER SELECTED 
FORD V-8 FOR SPEED IN 
MAKING HIS SENSATIONAL 
ESCAPE!” 


Copy included a re-print of the 
New York Times account of the 
jail break, which included men- 
tion of the sheriff’s car, which 
Dillinger helped himself to, as 
“the fastest car in the place.” 

Copy included, also, an “apol- 
to the effect that Dorsey 
does not sanction jail breaking 
as standard usage for Ford V-8’s. 

+ + +. 


MORE ABOUT Ford dealers; 
but from another angle. The 
Ford dealers’ bi-weekly radio 
program, which stars Fred War- 
ing and his Pennsylvanians over 





the Columbia network’ every 
Thursday and Sunday, has been 
honored with the distinguished 
service award for May by the 
magazine, Radio Stars. 


running, have passed the stage 
where they can be operated eco- 
nomically. 

With this condition existing it 
follows, truck experts say, that 
1934 offers untold possibilities for 
profitable business by men who 
have truck franchises and the 
capital needed to deal success- 
fully in trucks. 


Old Type Dealer Out 
The old type truck dealer who 
sold nothing but trucks has liter- 
ally passed out of the picture and 
become a thing of the past. To- 
day 88 per cent of the trucks are 
sold by men who hold both truck 
and passenger car franchises. The 
majority of dealers holding the 
two types of franchise, however, 
are overlooking the possibilities 
of the truck business. They have 
failed to appreciate that to get 
their full share of the truck busi- 
ness they must have at least one 
transportation trained salesman 
who can make an intelligent sur- 

vey of the customers needs. 


Experts say that this is all 
the more reason why the dealer 
who has both types of franchise 
should inquire fully into the sales 
possibilities for the present year. 
Under the Truck Code, which is 
now in the hands of the code au- 
thority at Washington, the prices 
of used trucks and the trade-in 
| allowances will be fixed just as 
they are in the passenger car 
field. 





Specialists Needed 

This will create the necessity 
for real truck selling as distin- 
guished from mere truck trad-| 
ing. Much of the profit to the} 
dealer in a truck transaction de-| 
pends on the fact that in the case’ 
of the great majority of the 
trucks sold, the dealer is called 
upon to furnish some _ special 
equipment at an additional profit 
to himself. 

Approximately 28 per cent of 
the orders for 1%-ton trucks 
call for factory-built bodies. Thir 
leaves 72 per cent of the field for 
the dealer to reap a profit on 
through the sale of special body 
types, and special equipment of 
many kinds. 


bined give the real potential of | 


in actual operation and third the ||| 
| fact that during the depression | 


necessary to replace the _ units ||| 
that have been retired from serv- ||| 


past the economic point of repair | || 


bY 
$ 


western states this year. 


In 1931 
In 1932 
In 1933 


416,681 trucks passed out of the picture in the past three 


years. 


722,254 trucks are now eight years or older. 
real potential market for 1934 is 


1,138,935 units. 


During the three years preceding 
1,278,879 new trucks registered. 


During the three years of the depression there were 
740,166 new trucks registered or 


538,713 fewer new trucks than had been registered the 


previous three years. 


1934 OFFERS A POTENTIAL MARKET 
FOR 1,138,935 TRUCKS 


The rate at which trucks have been disappearing from 
registration rolls is shown as follows: 


19,448 more trucks were retired than replaced. 
233,114 more trucks were retired than replaced. 
164,681 more trucks were retired than replaced. 


1,391,342 trucks registered i 
1,050,219 trucks registered i 
722,254 trucks registered i 
336,257 trucks registered i 








With approximately half of the beef, pork, and mutton receipts at the stock yards coming in by truck 
units like these, Reo expects their semi-trucks to come into use in increasing numbers in the mid- 


See Market For 416,000 Trucks 
In ’34; Potential Market I 138, 935 


Therefore the 


1933 over 5 years 
1933 over 6 years 
1933 over 7 years 
1933 over 8 years 


the depression there were 








It is because of this very fact, 
namely that 72 per cent of the 
most popular type in the market 
are specialized jobs that truck 
specialists are needed to sell them 
and to see that they satis- 
factorily fill the specialized needs 
of the buyer. It is useless to try 
to sell a van type body to a fur- 
niture dealer unless the dimen- 
sions of the van are sufficiently 
large to enable him to use it 


economically and _ satisfactorily. 


Truck specialists have been 
trained in selling and even cre- 
ating jobs to fit special needs and 
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BALL RYLLER AND THRUST 


HOFFMANN BEARINGS CORPORATION. STAMFORD CONN. U 





their method is entirely different 
and foreign to the sales pro- 
cedure of passenger car salesmen. 

Just how few dealers are re- 
alizing the opportunities for 
profit from -the truck franchises 
they hold is seen in the following 
figures furnished by truck manu- 
facturers: In 1933 only 55 per 
cent of the entire truck dealer 
body sold as many as five units 
during the year. Approximately 


77 per cent of the 1933 truck busi- 
ness in volume of units was done 
by approximately 25 per cent of 
the truck dealer body. 


SEARIN oS 






| 
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“This is another Studebaker year, 


says Paul G. Hoffman 


HERE'S no doubt that we have 

the kind of cars and the kind of 
prices that interest the 1934 public. 
Our 5 months’ production on current 
models, introduced October 1, is equal 
to 81% of our previous 12 months’ 
production—and 198% of production 
during the same 5 months a year ago. 


We've stood up magnificently in 
every comparison with the best the 
rest of the industry is offering. Our 
February 1934 is 23% ahead of Feb- 
ruary 1933. Orders for March ship- 







E. W. GRAULIC 





GRAULICH AUTO SALES CO. 





SOUTHEAST FIFTH STREET 
EVANSVILLE, INDIANA 






FEBRUARY 
SEVENTEENTH 


334 


MR. PAUL G. HOFFMAN: PRESIDENT 
Studebaker Sales Corporation 
South Bend,Indiana 


Dear Sir: 


After having your franchise since April 3, 1933 

I thought you would probably be interested in 
knowing that our new car retail sales have in- 
creased approximately fifty percent from the above 
date to January 1, 1934 over the same period in 
1932, and profits were most satisfactory. 


Even though I handled a competitive line for ten 
years, I am elated that I made the change, as in 
my twenty years of automobile experience I have 

never had a franchise with as fair policies and 

as splendid factory cooperation. 


Allow me to take this opportunity to personally 
thank you for your willingness to cooperate with 
our company at all times. 

Yours very truly, 


GRAULICH AUTO SALES CO. 





ments, as of March 13, indicate that 
the first quarter of 1934 will be 53% 
ahead of the first quarter of 1933. 


As a distributor or dealer, I think 
you ll find it more advantageous to be 
fighting with us than against us from 
now on. Our slogan of some time back, 
‘This is a Studebaker year,’’ hasanew 
and particularly appropriate applica- 
tion to 1934. This zs going to be a 
Studebaker year with a vengeance. 


If you're interested in making a 
change for the better, you'll find us the 
right kind of people to deal with. I 
refer you to Mr. Graulich, whose letter 
is published alongside—and to any of 
the hundreds who've been with us for 
as long as twenty-five years. 


And when you deal with Studebaker, 
you have the opportunity to handle 
not only our sensationally low priced 
Dictator Six but our new Commander 
and President Eights as well as the 
moderately priced Studebaker Trucks. 
Thus you have a good chance to get in 
on all the automotive business your 
territory offers. 


I’m a Studebaker dealer myself. I 
know the kind of deal you want. 
Write or wire me (in confidence of 
course). Address me in person at our 
executive offices, South Bend, Indiana. 


THE STUDEBAKER SALES CORPORATION 
OF AMERICA 


Export dealers cable ‘Studebaker South Bend" 
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TWO 


TRAINLOADS 


iIN> 


WEEKS TO 
KANSAS CITY 


i ontiac dealers, 


You have produced the greatest car in 
Pontiac’s history. Our March business 
surpasses the banner month of June 
last year and 1934 will be a good profit 
year. It is a satisfaction to belong to 
such an aggressive production and 
selling organization. 

Dean Schooler, Des Moines, lowa 


* * 


Public acceptance of the Pontiac 
Straight Eight in Atlanta has shown 
instant and consistent progress. Sales 
exceed last year by 32 per cent. 
W. M. Boomershine, 
Boomershine Motors, Inc., Atlanta, Ga. 
* + 
With this fine big 1934 Pontiac we are 
dominating the low price field here. 
This will be the best year of the five 
that we have been your dealers. We 
have already sold 25. Rush three 
coupes today. 
Lundberg Buick Co., Logan, Utah 
. * 


From a dealer representing your divi- 
sion for nearly twenty years. | am 
convinced that with this one hundred 
per cent product and the fine co-opera- 
tion given your dealers by the entire 
Pontiac organization we are headed for 
another highly successful year. 
A. C. Hine Co., Hartford, Conn. 
- * 
Our dream of a fine big powerful yet 
economical car has come true in the 
new Pontiac. Have never regretted 
our connection with Pontiac. Very 
optimistic about our success in 1934, 
Brahm Mitchellette Motor Co., 
St. Louis, Mo. 
* 
Impossible to properly express our 
enthusiasm over the new 1934 Pontiac 
by means of a telegram. Our registra- 
tions will give you more definite proof. 
Springfield Buick Co., Springfield, Il. 
* - 
After many years with line highly com- 
petitive to Pontiac, feel qualified to 
congratulate you on 1934 product. 
If public realized Pontiac quality you 
could not build cars fast enough to 
supply demand. 
Ware Motor Co., Kansas City, Kans. 
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CLASS OF SERVICE 


This is a full-rate 
Telegram or Cable- 


ram_ unless its de 
erred character is in- 
dicated by a suitable 
sign above or p 
ing the address. 





MEWCOMB CARLTON, Present 


ON6 78 DL CO KANSAS CITY MO MAR 27 956A 


A W L GILPIN 
PONTIAC MOTOR CO 


4. C. WILLEVER, mnet vice-rrasipant 
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THE GREATEST CAR 


PATRONS ARE REQUESTED TO FAVOR THE COMPANY BY CRITICISM AND SUGGESTION CONCERNING ITS SERVICE 


WESTERN 
UNION™ 


SIGNS 


DL = Day Letter 


NM = Night Message 


NL = Night Letter 
LCO = Deferred Cable 
NLT = Cable Night Letter 
WLT = Week-End Letter 





DEMAND FOR PONTIAC SO GREAT IN KANSASCITY WE HAVE SECURED TWO TRAINLOADS IN 


. ADDITION TO OTHER SHIPMENTS IN MARCH STOP IN IDEAL POSITION IN MARKET STOP 


QUALITY OF PONTIAC ATTRACTING OWNERS FROM LOW PRICE FIELD AS COST ONLY SLIGHTLY 


ADDITIONAL ALSO FINDING GREAT NUMBER SALES FIOM HIGH AND MEDIUM HIGH PRICE FIELD 


STOP SERVICE EXPENSE ON NINETEEN THIRTY FOUR PONTIACS AFTER SALES IS NIL STOP 


OFFICE 


The Pontiac car for 1934 is the best 
automobile value I ever sold and I have 
sold cars for the past 20 years. We are 
out fora banner year. Yours for Pontiac. 
Leon J. Waters, Madison, Wis. 
* * 
You get more for your money than you 
can in any other car in this price class. 
Marshall Featherston Motor Co., 
Lexington, Ky. 
* . 
The 1934 Pontiac is head and heels 
above anything up to and including 
one thousand dollar price class. 
Wouldn’t trade Pontiac franchise for 
any other two makes. 
Mangold-Frisbie Co., Sioux City, Ia. 
* o 
Pontiac so outstanding its sale is great- 
est among those who know fine auto- 
mobiles. Pontiac factory co-operation 
most helpful in making sales. 
Mueller Harkins Motor Co., 
Tacoma, Wash. 


“SOLD 13 
NEW PONTIACS 
IN 26 DAYS?” 


Pontiac contract showing very good 
profit. We are in third position in our 
county. 1934 car exceptional value. 
Used Pontiacs and particularly nine- 
teen thirty-three models are very much 
in demand and best merchandise we 
can get. 


Garber Buick Co., Saginaw, Mich. 


NOEL V WOOD INC 


Pontiac automobile without question is 
the best buy on the American market 
today. We have sold over a car a day 
for the last twenty-five days. 
Rederer Rengers Buick Inc., 
St. Louis, Mo. 
» * 
We have been a Pontiac dealer since 
Pontiac was first announced. This is 
the only car we have ever sold. The 
1934 Pontiac will enable us to get more 
business than ever before. 
The Carhart Motor Co. Ine., 
Watervliet, N. Y. 
* * 


Words fail to express the enthusiasm 
both ourselves and all 1934 owners feel 
about the line. This should unques- 
tionably be our banner year. You 
have given us a truly wonderful car 
to sell. 
Bradburn Motors Company, 
Providence, R. 1. 


old and new, 


CAN ONLY THANK YOU FOR FINEST COOPERATION FROM FACTORY MANAGEMENT AND ZONE 


113LA 


This is my twenty-sixth year as dealer 
and during past eight years have de- 
livered over 1600 Pontiac cars. 1934 
will be my best year. 
C. P. Longnecker, Erie, Pa. 
* * 


Pontiae’s outstanding dollar value for 
1934 plus ils greatly increased economy 
of operation has already enabled us to 
exceed our total sales for 1933. 
Campbell Simpson Motor Co., 
Boise, Idaho 
* * 


A good demonstration in a_ 1934 
Pontiac will convince anyone that there 
is no automobile in Pontiac’s price 

class that will compare with it. 
Nicholson Buick Company, Inc., 
Augusta, Ga. 

* * 
1934 Pontiac stands out as this year’s 
finest value. Glad to represent you in 
Detroit. 

Walter J. Bemb, Inc., Detroit, Mich. 
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erred @haracter Is in- 
dicated by @ suitable 
sign above or preced- 
ing the address. 





‘The Gling time as shown in the date lige on fulbente y abeatacne aoend 
2174 94 OL 7 EXTRA IN CiiIv.cO ILL 


& \. L Gilpin 


WESTERN 
UNION 


mEwrome CAML TOM renoment 





26 WRLEVER meer Vee reEmeeNT 


rr a = 
dor letters, and the tine of mates 0 destination o shewe-es oll mamnges « STANDARD TIME 


27 225P 193); cr 27 


PONTIAC MOTOR CO PONTIAC MICH 


ALL MY LIFE HAVE BEEN IN GARAGE BUSINESS AND NEVER SOLD CARS BEFORE STOP Om 


MAPCH FIRST SIGNED PONTIAC CONTRACT AND SO FAR HAVE SOLD THIRTEEN NEW PONTIACS 


STOP ON APRIL FIRST WILL START REMODELING MY GARAGE TO PUT IN PIRST CLASS 


SALESROOM AND THEN WATCH ME GO STOP HAD I KNOWN HOW EASY IT Is TO SELL PONTIACS 


WOULD HAVE TRIED TO GET THE CONTRACT YEARS AGO STOP YOUR ORGANIZATION IS GREAT 


AND I APPRECIATE THE HELP YOU HAVE GIVEN ME 


CHAS PHILLIPS SECY PHILLIPS MOTOR SALES 


Having sold General Motors products 
for 18 years, 15 of these years with 
your organization, we must tell you of 
our enthusiasm for new Pontiac. 
Finest we ever sold. Cars coming to 
us in perfect shape and condition. 
Appreciate co-operation we are getting. 

Close Motor Sales Co., Toledo, O, 





Express our appreciation for our 1934 
Pontiac and of good sound business 
programs which have particularly im- 
pressed me with your organization after 
having spent many years with a lower 
priced competitive car. 
The Scott Buick Company, 
Charlotte, N.C, 



















































“MADE MORE 
MONEY IN 


7 WEEKS 
THAN EVER..” 


express th 
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Z 168 109 DL 9 BXTRA IN CHICAGO ILL 27 223P 


A WL GILPIN 
PONTIAC MOTOR CO PONTIAC MICH, 


FOR YEARS I WAS SERVICE MANAGER FOR DEALER STOP 


FOR GETTING ME INTO THIS BUSINESS 


CARS STOP ON FEBRUARY FIRST NINETEEN THIRTY FOUR SIGNED PONTIAC CONTRACT AFTER LOOKING 
OVER ENTIRE FIELD STOP HAVE MADE MORE MONEY IN LAST SEVEN WEEKS SELLING NEW PONTIACS 
THAN EVER BEFORE IN MY LIFE STOP BUSINESS IS GREAT THIS IS GOING TO BE BIG YEAR BECAUSE 
I HAVE RIGHT LINE STOP YOUR ORGANIZATION AND COOPERATION HAVE BEEN WONDERFUL STOP THANKS 


JOB MARSHALL 


TWO YEARS AGO STARTED IN BUSINESS FOR 
MYSELF WITH REPAIR SHOP STOP TO GET INTO THE BIG MONEY KNEW I MUST TAKE OW LINE OF 









THEY EVER SO 


Postal Telegraph 


THE INTERN VETONAL SYSTEM 















eir enthusiasm 


with messages like these:— 


Your Pontiac franchise for 1934 is 
proving the greatest sales possibility 
we have ever enjoyed. Today we are 
delivering the twelve hundredth new 
Pontiac since we took on the account 
in August nineteen twenty-nine. 
Sternberg Sales & Service, Inc., 
Chicago, Ill. 
* * 
Our first year’s experience with Pontiac 
and your zone and factory organization 
has confirmed our judgment in taking 
on this splendid line of cars. Pontiac’s 
quality sells it and keeps it sold. Looks 
like a banner year. 
Columbus Buick Co., Columbus, O. 
* * 
First of year changed accounts which 
we handled nine years. Enthusiastic 
over Pontiac merchandise which we 
have to offer public. Power, speed, 
operating economy, appearance, new 
Pontiac places it in class by itself. 
Samson Sales Co., Pittsburgh, Pa. 
. * 
We believe the new Pontiac the great- 
est car ever achieved. The public 
thinks so too. Are getting better sales 
with it than any car handled in 25 years. 
The Colorado Motor Car Co., 
Pueblo, Colo. 


* * 
Expect best year in our history as we 
have a wonderful car and many very 
interested 
advertising. 
Mosher Bros. Inc., Albany, N. Y. 


prospects from national 






PONTIAC MOTOR 


Congratulate you on building such a 
fine new Pontiac. Average eighteen 
miles to the gallon, drove car ninety- 
five miles per hour, riding qualities 
wonderful. Expect to double 1933 sales. 
Kruse Motor Co. Inc., Davenport, Ia. 
- 
This past year Pontiac outsold its near- 
est competitor in Omaha more than 
two to one and occupies fourth position 
in registrations of all makes of cars. 
A high degree of owner loyalty made 
this result possible. 
E. M. Lied, Omaha, Neb. 
. * 
1934 Pontiac far surpasses competition 
in riding ease, steering, shifting and 
smoothness. Owners wonder at its 
performance. 
W. R. Stephens Co., 
Minneapolis, Minn. 
+ * 
Have been exclusive Pontiac dealer for 
five years. This franchise a big asset. 
Would recommend same to any pros- 
pective dealer. 
Couri Motor Co., Portland, Me. 


Under adverse weather conditions we 
have delivered 125 cars at retail. 
Many who have owned more expensive 
cars state that it is the outstanding car 
regardless of price. 
L. P. Steuart Inc., Washington, D. C. 
- * 
Through March twenty-six we have 
delivered sixteen point seven per cent 
of all cars in Chenango County deliv- 
ering under one thousand dollars. Our 
goal for year is twenty per cent. 
John N. Benedict Corp., 
Norwich, N. Y. 
7 7 
The 1934 Pontiac greatest buy on 
market today. Prospects are sold after 
driving car one time. 
Scott McGraw Motor Company, 
Madisonville, Ky. 
* * 
Consider Pontiac best selling agreement 
in America because Pontiac car has 
tremendous public appeal and manu- 
facturer’s organization is mindful of 
dealers’ problems, needs and profits. 


Eugene B. Smith, Inc., 
Greenville, S. C. 


PONTIAC 


GET A PONTIAC EIGHT FOR YOUR MONEY! 


Grasp the opportunity offered by this popular swing to Pontiac. You can make 
money with the Pontiac Straight Eight. You can build up a permanent, 





COMPANY, 


YOU’LL LIKE THE PONTIAC FRANCHISE 


growing business with Pontiac. Why not investigate and see if we have an open 
territory for you? Wire or write to A. W. L. Gilpin, General Sales Manager. 








PONTIAC, 


Most wonderful low priced car I have 
seen in all my twenty-seven years in 
automobile business. Express our 
appreciation of your cooperation which 
has been one hundred per cent. 
Travis Cadillac Company, Peoria, Ill. 
* * 
Pontiac this year is most perfect car 
have ever handled in eleven years 
handling General Motors cars. 
Wikstrom Chase Inc., Yakima, Wash. 
* * 


After three months’ investigation of 
various accounts I came to the con- 
clusion that Pontiac offered Sreatest 
possibilities in automotive field. 
W. H. Fraser Pontiac Co., Dallas, Tex. 
* * 
Owners simply rave about its wonder- 
ful performance, riding quality and easy 
control, 
Lincoln Motor Co., Evansville, Ind. 
* * 
Starting our fourth year as exclusive 
Pontiac dealer. Each year car has been 
bigger and better. Sales and advertis- 
ing a big help. 
Henry Hauserman, Lakewood, O. 
* * 


I express the sentiments of all the sur- 

rounding Pontiac dealers with whom I 

have talked when I tell you that this 
will be a banner year for all of us. 

Chieftain Motors, Inc., 

Oklahoma City, Okla. 






MICHIGAN 
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Bes Announces New it ‘lying Cloud Line for 1934. | 


Aero-dynamic Styling 
Features New Offerings 


Lansing, Mar. 29.—The Reo 
Motor Car Co, is now announcing 
its new Flying Cloud line for 
1934, priced at $795 and up. The 
self-shifter transmission intro- 
duced a year ago, will be avail- 
able at slight extra cost. Reo 
distributors and dealers are show- 
ing the new offerings in their 
display rooms. The new models 
were given a pre-showing at a 
few of the larger automobile 
shows but details and prices were 
withheld until the cars were in 
production. 


Further development of the 
aerodynamic styling pioneered by 


ous controls and the two roomy 
glove and map boxes. A fine 
mesh, rust-proof, wire screen in 
the cowl ventilator keeps out in- 
sects. Window mouldings and 
instrument panel are finished in 
brown walnut and inside bright 
metal parts, including window 
regulators, door handles and vari- 
ous controls on the instrument 
panel are in chromium. Cataline 
knobs and collars, resembling 
onyx, add to the appearance of 
door handles and window regu- 





lators. Cushions are deep with 
high seat backs, with mohair 
or Bedford cord laid in wide 


Front View of the 1934 Reo 





Notice the new fenders, radiator 


ventilating louvres and new curves to the front bumper. 


tures in air-stream styling were 
claimed, and contribute 


| line 


| 6.50-16 tires 


Automatic Starter 





grille and shell, new hood with 
These fea- 
pioneered by Reo in 1930, it is 
now to the appearance 


of the latest Flying Cloud. 


Reo in 1930, is evident in the 
new cars. From the exterior, a 
new front bumper, radiator grille 
and shell design, hood, door-type 
louvres, fenders and shields and 
body lines—all contribute to the 
lower and more graceful appear- 
ance of the car. 

Moulded into the rear panel 
of the sedan is a built-in luggage 


compartment, accessible from 
the outside. 
With conventional gearshift 


Reo Brake 





The Reo hydraulic brake master 
cylinder is mounted on a substan- 
tial pressed steel bracket instead 
of directly on the flexibly 
mounted power plant. 


lever gone and parking brake 
lever moved to the left and well 
forward, the self-shifter model 
seats three persons comfortably 
in the front. Reo claims utility 
and beauty are combined in the 


arrangement of the _ indirectly 
illuminated instruments’ under 
convex glass crystals, the vari- 





pleats. Pockets are provided be- 
low the sedan rear quarter win- 
dows, just above the arm rests. 

Draftless ventilation is featured 
for both front and rear com- 
partments. A slight movement 
of the front door window regula- 
tor when the window is closed 
slides the glass backward. Air 
from the car is drawn outward by 
the partial vacuum immediately 
behind the windshield pillar, 
formed by the forward motion of 
the car. 

In the chassis of the 1934 
Flying Cloud, clutch and brake 
pedals, together with the master 
cylinder for the hydraulic brakes, 
are mounted on a pressed steel 
frame bracket, instead of di- 
rectly on the power plant. The 
connecting linkage between the 
clutch pedal and the clutch re- 
lease shaft is designed to prevent 
movement of the pedal under the 
driver’s foot, or in its slot in the 
toe board, when the engine rocks 
in its resilient, rubber mountings. 
The starter button is placed be- 
low the clutch pedal and comes 
into action when the pedal is 
fully depressed. While the left 
foot holds out the clutch and 
operates the starter switch the 
right is available to operate the 
accelerator. 

Springs are 36% inch front and 
55% inch rear, with metal covers. 
Anti-backlash left front shackle 
and the U-type anti-rattle rear 


shackles remain unchanged. X- 
braced chassis frame is con- 
tinued but has been lengthened 


to accommodate the new body. 
New direct acting, hydraulic 
shock absorbers are employed. 

Brakes are enclosed, two-shoe, 
internal, hydraulic type. 

The engine has chrome-nickel 
iron cylinder block, with Lo-Ex 
aluminum alloy pistons. The pis- 
tons are camground and two of 
the four rings on each piston are 
of the concentric, uniform pres- 





New te Flying Cloud ie 1934 





Available at slight extra cost is the self-shifter, the automatic transmission that shifts to higher and 


lower gear ratio as speed, grade, and road conditions change, the manufacturers say. 


It is marked by 


conservative air-stream design which does not lean toward the radical. 


sure, oil-control type. Special al- 


loy valve rings for the seating of | 


exhaust valves are used. 
The diameter of the crankshaft 
has been increased from two and 


five-sixteenths inches to two and | 
five-eighths and the weight from | 


77 pounds to 83 pounds. The 
seven interchangeable type bab- 
bitt lined main bearings have a 
total length of 12 inches and 
provide 98.96 square 
bearing surface. The bore and 
stroke are three and three- 
eighths by five, or providing 268 
cu. in. displacement. 

Prices of the 1934 Flying Cloud 
begin with the base figure 
of $795, for the business coupe, 
without rumble seat. The stan- 
dard sedan with the regular 
on wire wheels is 





Reo’s starter button is placed be- | 


neath the clutch pedal and comes 


into action when the clutch is | 


completely depressed. Provision 
has been made against accidental 
closing of the starter circuit. 


listed at $895. 
pressed steel wheels, fender well 
mounting of spares, a_ large 
number of color options, and 
various items of deluxe or sport 
equipment add slightly to the 
price. In addition to the business, 
standard, deluxe and sport coupes 
and the various sedans, Reo of- 
fers a convertible sport coupe. 


Ventilation 





When the quarter window of the 
new Reo is swung to an angle, it 
causes effective ventilation in the 
rear compartment without draft. 


inches of | 





© 


Bosch Lowers Loss 
In Last Year’s Operation 


Springfield, Mass., Mar. 30.— 
The United American Bosch Corp. 
| sustained a net loss of $10,666 for 
the year ended Dec. 31, 1933, after 
depreciation, taxes and other de- 
ductions, including a loss of $18,- 








Schrader 
DUBLCHEK 
VALVE CAP 


| Dublchek 

| Your Tires 
|For Extra 
|Protection_ 


PERMANENTLY 
ATTACHED 
GUARANTEED AIRTIGHT 
to 250 pounds 





Every Dublchek sale 
opportunity 
of fresh 


|means an 


to sell a set 





Fourteen spoke, | 


Schrader Valve Cores. 


| Every Dublchek sale helps 
|you “‘discover’’ new tire 


prospects. 


Dublcheks increase your 


dollar volume on valve 
icap sales 150%. 

|Every motorist is a po- 
itential Dublchek cust- 
|omer. 

| 

| 


|Ask your regular source 
‘of supply about Schrader 
Dublcheks. A. Schrader’s 
| Son, Inc., Brooklyn, N.Y.; 
| Toronto, Canada. 


Makers of pneumatic valves 





since 1844. 


TIRE-SAVING VALVES 











**BE SURE IT’S A SCHRADER . . 


083 from operations of the com- 
pany’s affiliate, the Chicopee 
Realty Corp. This showing, 
Arthur Murray, president, points 
out in his annual report, is highly 
favorable compared with the pre- 
vious year, in which the net loss 
totalled $1,857,127 after all charges 
and reserves. 


It pays 
to sell 


Schrader 
Dublcheks 





Schrader 


Tim A VAY met) is 


AVOID 
TROUBLE 


Check-~-Replace 


Old Valve Cores 


DEPENDABLE 


GUARANTEED 
SE Seles 


‘““SCHRADER-IZE’’ 
YOUR AIR SERVICE 


Good air service equip- 
ment brings new custom- 
ers. Schrader gauges and 
air-line fittings insure 
modern, dependable air 
service. Check your air- 
line today! 





Schrader 


Reg. U. S. Pat. Off. 


CAPS and GAUGES 
. LOOK FOR THE NAME” 


ET 


ets 
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To meet the record-break- 

ing nationwide demand, 

more Chevrolets are being 

produced than any other 

make of automobile in 
the world 








—_iee— Chevrolet factories are breaking records, trying to 
/ CHEVROLET, . 
es 





keep pace with Chevrolet dealers’ sales. 4000 units 
a day are rolling off the assembly lines. February output was 
twice that of January. March output, according to present indi- 
cations, will be three times that of January. More Chevrolets are 
now being produced than any other make of automobile in the 
» world. And today, Chevrolet is happy to report that all its dealers 


will soon be equipped to make immediate deliveries. 


>» When you consider how short a time the new Chevrolet has been 
in production—when you consider, also, that the 1934 car is not 
) last year’s model improved, but a basically new automobile, with 
sweeping changes in design—this production record becomes 
somewhat of an accomplishment. But, a still greater accom- 
plishment, in our opinion, is the way that these cars have all been 


produced! 


Despite continued nationwide pressure for more and more 
volume, Chevrolet has been careful never to lose sight of its basic 
aim: to build the most motor cars, by giving its dealers the best 
cars of low price to sell. To that end, speed in production has been 
tempered with care and precision. Quantity has gone hand in 
hand with quality. Chevrolet’s famous standards have been 
rigidly held to, in every factory operation. The result: Every car 
that leaves the factories is a typical Chevrolet . . . in dependability, 
economy and long life. 

CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Compare Chevrolet's low delivered prices and easy G.M.A.C. terms. A General Motors Value RT A . and youll never 


HN be satisfied with any 
' HO aay other low-priced car 














12 


1934 A.S.I. Show Plans 


to be Discus 


Cleveland, Mar. 30.—Plans for 
the 1934 Automotive Industries 
Show will be 
and carried forward at meetings 
of committees in charge of the 
event scheduled to be held in 
Cleveland Apr. 3 and 4. 


further formulated | 


One of the most important de- | 


velopments of the two-day session 
will be inspection of the mam- 


moth new exhibition hall which | 


will house the exhibits, the lay- 
out providing for accommodation 
of all displays within the one 
hall. 


ance provisions also will be con- 
sidered. The credentials com- 
mittee under chairmanship of 


Reuben Bachman of Allentown, 
Pa., will meet Tuesday, Apr. 3 and 
the joint operating committee 
representing respectively the Mo- 
tor & Equipment Manufacturers’ 
Assn., the Motor & Equipment 
Wholesalers’ Assn. and the Na- 
tional Standard Parts Assn. will 
gather Wednesday. E. R. Seager, 
of Cleveland, is chairman and E. 
P. Chalfant, of Detroit, secretary 
of the general committee. 
other members are: 

F. C. Bahr, Minneapolis; R. H. 
Bachman, Allentown; W. F.| 
Burrer, Cleveland; C. F. Conn, | 
Buffalo; W. R. Crow, Little Rock, 


The | 


Eligibility rules and attend- | 





sed April 3, 4 
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200 New Dealers 


Are Signed by 


Graham-Paige | 


Detroit, Mar. 30. 
Graham car for 1934 made 
appearance on the market, more 


than 200 dealers have been signed | 


by the Graham-Paige Motors 
Corp. in the United States, Rob- 
ert C. Graham, executive vice- 


president, announced today. Near- | 


ly 100 new dealers, he said, have 
been signed since Mar. 1. 
Reports from district managers, 
said Mr. Graham, indicate that 
more new dealers will be added 
within the next 30 days. The list 
of new dealers has not been con- 
fined to any one section of the 
country, although Michigan leads 
with 18 new dealers, and Pennsyl- 


| vania is second with 14. 


“The total of new dealers who 
have taken Graham franchises to 
date represents more than four 


| times the number of new dealers 


who took over the Graham fran- 
chise during the same period of 


| 1933,” said Mr. Graham. 


Ark.; Joseph Fischer, Chicago; 
L. F. Hunderup, Spr ingfield, 
Mass.; W. T. Mills, St. Louis; | 


Burke Patterson, Cleveland; W. 
H. Richardson Canton, Ohio; and 
C. C. Secrist, Chicago. 


Anderson Price List 

Gary, Ind., Mar. 30.—A new 
price list covering price, package 
and policy changes on windshield 
wiper equipment manufactured 
by the Anderson Co., of this city, | 
has been issued to the trade} 
handling these products. 


Unusual dealer interest in the 


new Graham line was reported 
by Mr. Graham throughout the 
|country, following Graham’s an- 


} nouncement of a new low price | 


| which placed its standard six in 


the price field where 90 per cent 
of the country’s automobiles are 
sold. 


In addition to the increase in 
Graham dealerships, the number 
of factory representatives 
wholesale men has been greatly 
increased during the past eight 


| weeks, it is reported. 


Since the new | 
its | 


| 





and | 
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This Works Two Ways 











has a return load of freight. 


| This Chevrolet mechanical-handling trailer combination is a practical unit for the car hauler who 
The body part is fully enclosed and keeps two cars or freight free 


from rain or dust. It weighs about 900 pounds more than the skeleton type of car trailer. 





Tourist Camps, 
Hotel Men Are 
Heard by NRA 


Washington, Mar. 30.— An in- 
dustry directly created by the 
automobile had its day here be- 
fore the NRA when representa- 
tives of the tourist lodge and 
motor court trade appeared be- 
fore James E. Heap jr., acting 
assistant deputy administrator, 
and presented their code. Speak- 
ing for the Pennsylvania State 
Hotel Assn., Franklin 
voiced the complaint that travel- 
ing salesmen generally had de- 
serted the hotels in favor of tour- 
ist rests. 


At this code hearing speakers 
representing the tourist camp in- 
dustry commented upon the “bit- 
terness” between the hotel indus- 
try and theirs, and stated that 
“the hotel men flatly refused to 
co-operate.” 

It was estimated by Stuart that 
there are in this country 10,064 
tourist camps and 107,275 indi- 


Moore | 


| vidual cottages, representing an 
|investment of more than $93,000,- 
000, and doing an annual business 
of more than $25,000,000. 

H. P. Somerville, of the Amer- 
ican Hotel Assn., insisted that 
there was no need for a separate 
code for the tourist camp indus- 
try, adding that the hotel code 
would be glad to welcome them 
as members. The proponents of 
the tourist lodge code, however, 
retorted that the hotel men 
“would have them all out of busi- 
ness within a month if they were 
given control of the industry.” 


Makes Change 


Springfield, Mass., Mar. 30. 
Julian (Larry) Deane, sales pro- 
motion manager of United Amer- 
ican Bosch Corp. of this city, has 
resigned to become associated 
with McCann-Erickson, Inc., New 
York advertising agency. He has 
been with American Bosch for 
six years, and since December, 
1932, has been in charge of ad- 
vertising and sales promotion of 
the company’s line of automotive 
electrical and industrial products. 





His resignation is effective April 1. | 





Atlantic City 
Is Planning 


Big Auto Show 


Atlantic City, Mar. 30.—Atlan- 
tic City’s 18th annual automobile 
show will be held on the steel pier 
in a 30,000 foot space for one 
week beginning next Saturday by 
Atlantic County Dealers Assn. 
Easter boardwalk crowds will af- 
ford valuable national advertising. 
There has been a strong build-up 
using a special newspaper section. 
Also a daily radio broadcast from 
now to closing. All makes of 
cars are showing. Decorations 
are elaborate and factories mani- 
fest splendid interest. 


Standardized Wage Scale 

Wisconsin Rapids, Wis., Mar. 
30.—A minimum wage charge of 
$1.25 per hour for mechanical 
work has been adopted by the 
Wood County Automobile Dealers’ 
and Garage Mechanics’ Assn. 
A price list for various mechan- 
ical jobs has also been adopted. 











ee 





BUSINESS IS GOOD 


We have sold more BUICKS so far this 
year than we sold during all of 1933 





The above is a reproduction of a poster now being displayed 


; . 2 
in the showroom windows of numerous Buick dealers. 
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Chevrolet Schools Men 


In Engineering Features 


Detroit, Mar. 30.—In order to 
instruct Chevrolet’s 25,000 retail 
salesmen on the extensive en- 
gineering advances 
models, 600 schools of instruction 
are being held this month 
throughout the United States. 


The schools follow the general 
plan of instruction courses given 
under the direction of E. W. 
Timper, sales promotion man- 
ager, and J. M. Crawford, chief 
engineer of the Chevrolet Motor 
Co., at important points during 
the automobile shows. Some 
4,000 retail salesmen got first- 
hand information on the new 
mechanical developments at that 
time, and found the instruction 
so valuable as an aid in selling 
that the courses have been ex- 
tended to include the entire sales 
body. 

Preliminary to the opening of 
the schools, four men from each 
of the nine Chevrolet regional 
offices spent a week in Detroit 
and Flint, where Mr. Crawford 
instructed them thoroughly, 
bringing out the facts about each 
new engineering feature and the 
significance of each fact from the 
standpoint of the owner and op- 
erator. The new Y-K frame, 
with its vastly increased rigidity, 
new and more powerful engine, 
with greatly improved perfor- 
mance, “knee action” wheels, re- 
sulting in increased comfort and 
driving ease, and other important 
developments, were explained 
fully, after which the 36 members 
of the class were dispatched to 
their respective territories to pass 
the information along to the 
sales organizations there. 


Commenting on the program, 
W. E. Holler, general sales man- 
ager, said: “The policy of mak- 
ing the retail salesmen ‘engin- 
eering conscious’ was determined 





in the 1934) 


upon because our 1934 line in- 
troduces the greatest array of 
engineering improvements made 
in recent years. By acquainting 
the salesmen with the magnitude 
of our engineering achievement, 
we expect to equip him with am- 
munition to make a real sales 
record this year.” 


Ford Registers 37% of 
Total Michigan Sales 

Dearborn, Mar. 30.—Nearly 37 
per cent of all automobiles sold 
in Michigan during February, 
1934, were Ford V-8’s, it was 
stated today at the Dearborn 
branch of the Ford Motor Co., 
following receipt of an official 
tabulation of February registra- 
tions. 

The figures showed that out of 
a total of 8,839 automobiles reg- 
istered in Michigan during Feb- 
ruary, 3,260 were Ford V-8’s. Fig- 
ures for the first 14 days of 
March revealed 1,345 Fords were 
sold in Michigan out of a total 
of 2,818. 


State Highway Officials 
Defend Road Proposals 
New York, Mar. 30.—Popular 
misconceptions, widely fostered by 
interests seeking to hamper high- 
way transportation, are subjected 


to analysis and answer in an 
illustrated booklet titled “Who 
Shall Use the Highways and 


How?” published and distributed 
by the American Assn. of State 
Highway Officials from the gen- 
eral offices in Washington. 

The booklet offers detailed de- 
fense of the association’s pro- 
posals for uniform standards to 
govern gross weight dimensions 
and speeds for motor vehicles 
operating on the highways. 





| Oil Production Meetings 
Set for Month of April 


the oil fields of three great pro- 
ducing regions will rally in spring 
district meetings of American 
Petroleum Institute chapters dur- 
ing April. The California district 
will hold a single session Wednes- 
day evening, April 4, at the Jona- 
than Club in Los Angeles. A two- 
day session of the Eastern Dis- 
trict will be held at State Col- 
lege, Pa., on April 6 and 7, and 
the Southwestern District will 
meet in the Blackstone Hotel at 
Fort Worth, Friday and Saturday, 
April 20 and 21. 

General problems of petroleum 
production will be discussed in 
papers before all of the groups, 
and consideration will be given 
to administration of the code for 
fair competition in the petroleum 
industry. 


Louisville Ford Plant 


Fetes Employes, Friends 
Louisville, Mar. 29..-_More than 


3,000 employes, their families and | 


friends of the Louisville branch 


of the Ford Motor Co. gathered | 


at the Armory here to celebrate 
a year of continuous employment 
of the local assembly plant. 
Harry J. Burkett, branch man- 
ager, announced the _ branch, 
which employs 2,065, completed 
a year’s uninterrupted operation 
Mar. 20. The company, he said, 
spent $504,000 in February in 
plant operation, supplying Ford 
cars to 1,252 dealers. The Louis- 
ville branch has shown the larg- 
est output of the firm’s ten 
branch factories, he said. 


Plant Addition 

Los Angeles, Mar. 29.— Con- 
struction of a $13,000 addition to 
its battery factory building at 
2525 Firestone Blvd. has _ been 
started by the Firestone Tire and 
Rubber Co. of California. 





; on 


Uniform Traffic Laws 


New York, Mar. 30.—Men from | 


Urged to Curb Accidents 


New York, Mar. 30.—Figures| drivers too often encountered on 


obtained from official sources cov- | 


ering the 12 years between 1922 


and 1932, published by the Motor | 


and Equipment Manufacturers’ 
Assn., show that there 


vehicles figured, and approxi- 
mately 9,800,000 non-fatal injuries. 

United States leads the world 
in the number of deaths from 
motor accidents per 100,000 
people, with 24.5. Sweden is ap- 
parently the safest place to be, 
registering 4.4 motor vehicle fa- 
talities per 100,000 people. 

However, it is only fair to note 
that United States has a per 
capita population per car of five 
persons, while Sweden’s. per 
capita population is 41 persons 
to each car. In Liberia 28,301 
persons would have to ride in 
each car if all of the citizenry 
desired to go motoring at the 
same time. This rate of persons 
per car, naturally, has bearing 
automobile accidents per 
100,000 population. 

The association warns against 
the increasing number of deaths, 
stating that the rising tide of 
fatalities, if not soon checked by 
some effective national 


will bring a storm of protest 


were | 
279,518 fatalities in which motor 





effort, | 


throughout the country that will | 


certainly arouse antagonism on 
the part of the public, and be 
serious in its effects on the in- 


dustry. 

With the trend of the times 
pointing to shortened working | 
hours and consequently more 


leisure time to travel, united ac- 
tion on the part of various groups 
now working for safer driving 
conditions is pertinent. 

No one can estimate the num- 


Plans| ber of people who have given up 


call for a one-story reinforced | traveling by automobile to escape 


concrete unit 41x48 feet in area.| the 


number of 


| The 





inconsiderate | 


the road. That these people with 
more leisure will still want to 
travel is certain, and that they 
will travel by rail is quite likely. 
This will mean that many thou- 
sands of sales will be lost to the 
industry. 


There are laws against driving 
a car with only one light, yet 
many such cars are on the road 
today. Another requirement, the 
tail light, is equally as often for- 
gotten. 


The association urges that ex- 
aminations for driving licenses 
be made more strict, excluding the 
issuance of licenses to those with 
faulty eye-sight, nervous condi- 
tions, or improper psychological 
reactions under given conditions. 


Greater attention to the safety 
factors of the automobile is also 
advised. Faulty brakes and im- 
proper vision have played promi- 
nent parts in many automobile 
accidents. Ignorance on the part 
of the driver regarding driving 
requirements when out of his own 
district is another prime factor. 
association logically claims 
that a concerted drive for nation- 
ally uniform traffic provisions, 
enabling a motorist to be ac- 
quainted with driving require- 
ments regardless of where he 
might go, would go far to cut 


|the present motor accident toll. 


Opens Warehouse 


Chicago, Mar. 30.—The Borg- 
Warner Service Parts Co. an- 
nounced today that it has opened 
a new branch warehouse at 2100 
South Indiana Ave. Warehouse 
facilities in the new location 
make it possible for the firm to 
carry a larger stock of auto- 
mobile parts. 











Scores of Buick dealers are displaying this poster 


(opposite page) in their windows... approximately 


10% of all other Buick dealers have already sold at least 


50% as many cars so far this year as they sold during all 


- of 1933. The indications now are that nearly every Buick 


dealer will display this sign before the end of the year. 





Yes, business is good with Buick. 


Proved by instantaneous public acceptance of 
the 1934 Buick . . . the most beautiful car Buick 


oe ever built. 


Proved by Buick sales— mounting from day to 
day — setting new and startling records. 


Proved by the many Buick dealers throughout the 
country who have already sold more Buicks so 


7 BUICK MOTQR COMPANY--+ FLINT, 
When Better Automobiles Are Built— Buick Will Build Them 





Is business good with you? 


Why not go along with Buick? 


Write or wire — 


far this year than they sold during all of last year. 


Get full details about the Buick franchise — what 
it is backed by —what it offers —how it enables a 
dealer to build a sound, progressive business. 





MICH. 
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‘uropean Trade rival eae and kerosene taxes incre 
National Safety Measures "prgeere Prac Heviva’ | this year than in any year since| line and Kerosene taxes Wnercone 
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n > ste ome from gaso- + 
tomobiles will be sold in E urope that the state’s inc ased 


Reflected in Car Demand the wont wide dusoasion started. ce tees mentee of we 


T q He pointed to the fact that there | the eae 
‘hi e S| eee Seer ae. eee | was a general increase of 50 per| year, each month of 1934 = 
tu ie 7 ra 1c l navian nations, which are leading | vi appreciable gain 0 


Washington, Mar. 30.—Drafts 
of revised uniform codes and 
standards of motor vehicle oper- | 
ation and maintenance, and the 
administration of regulatory prac- 
tices by State and municipal au- 
thorities, have been considered 
by traffic and safety experts at 
the U. S. Chamber of Commerce. 
The proposals recommended will 
be presented to a Fourth National 
Conference on Street and High- 
way Safety to be held later this 
year. 


The model municipal traffic 
ordinance, uniform act regulat- 
ing traffic on highways, motor 
vehicle operator’s and chauffeur’s 
license act, motor vehicle regis- 
tration and certificate of title 
act, and a safety responsibility 
bill were studied in detail, and 
many sections clarified and 
brought into conformity with 
best practices as now determined. 
These traffic proposals, adopted 
in whole or part by many States, 
are expected to be emphasized 
in the next year in sections which 
have not joined the nation-wide 
effort to reduce mishaps. by 
means of uniformity of regula- 
tion and administration of traffic 
matters. 


The various sessions of traffic 
authorities comprising a com-| 
mittee on uniform traffic laws | 
and ordinances of the National | 
Conference on Street and High- | 
way Safety have been presided | 
over by George R. Wellington, 
motor vehicle administrator of 
Rhode Island. 

“The problem of safety on the| 
streets and highways,” said Mr. 
Wellington at the close of the 
meetings, “is one which chal- 
lenges the best intelligence and 
co-operative efforts of all elements 
concerned. The motor vehicle 
administrators in the States and 
the police in the cities realize 
the grave responsibilities resting 
upon them for control of motor 
traffic which so vitally affects 
the public safety and welfare. 
They welcome the steps which 
are being taken through the Na- 
tional Conference, under’ the 
chairmanship of Daniel C. Roper, 
Secretary of Commerce, to mobi- 
lize the best experience and de- 
velop a nation-wide understand- 
ing of the measures which have 





proved most successful in vari- 
ous States and communities, and 
the National Conference lays 


Special stress upon the need for 
every driver to recognize the re- 
sponsibility resting upon him for 
the exercise of real care in driv- 
ing in a manner that is actually 
safe under the conditions exist- 
ing at the particular time and 
place.” 

Prior to the sessions of the 
committee, held here, drafting 
committees have had _ detailed 
and technical matters under con- 
sideration for some time, as well 


Business in Indiana 


Reveals Improvement 


Bloomington, Ind., Mar. 29. 
Increased production of auto- 
mobiles and automobile parts and 
accessories figured prominently in 
improvement in the general busi- 
ness situation of the state for 
the last month, it is reported by 
the current issue of the Indiana 
Business Review, published by 
the Indiana university bureau of 
business research. 

Employment, other than that 
under the CWA gained slightly 
and was well above the corres- 
ponding periods one and two 
years ago, it was reported. Sub- 
stantial improvement was noted 
in steel mill operations, coal sales 
and automobile production. 





Personnel Change 
Akron, Onio, Mar. 30.—Alfred 
W. Barry, until recently vice- 
president and general sales man- | 
ager of Kelly-Springfield Tire Co., | 
has joined the General Tire &| 
Rubber Co. in a sales capacity. 


motor car sales in the | shown 
during 1933] the same month in 1933. a 
The comparative showing 1S 


| as follows: 


the trade revival in Europe, offer | cent in aioe 
|a big market this year for low-| over the ie pean. 
. é 
as questions of policy involved. | priced American-made automo-| °Ver ep & 


; x 2 Yde, of | 1933 1934 
The meetings of the drafting | biles, according to Jen i 93: _as 
autie a presided over by Copenhagen, Denmark, for eight | Georgia Gas Tax Fees Jan. .... $939,391.73 $1,596,083.28 
| Henry W. Toll, a member of the | — -_ = representative of | Show Increase Over ’°33 | Feb. .... 987,887.50 aes 
x eee . _ £ »x- | the 1 s Expor orp. in a : ¢ i 36,! , 96,736. 
State Senate of Colorado and ex jd are k I Atlanta, Mar. 30—W. B. Har- Mar. 8 





scutive direc f the American 
pes tn gy ol | Yde is confident that more au-| rison, comptroller general, reports | Total : 


$2,713,778.09  $3,691,409.16 
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Standard Chassis on 


F.O. B. DETROIT 


Dual Tires Extra Aw 


THIS IS MODEL 15X... 1% 


Prices cover completely equipped Standard 
including Full-Floating Axle 


ia TRUCK YE 


Truck registrations went up more than 60 per cent n 


A FEW Ou TSTANDING last year. Truck sales increased even more than pas- : 


senger car sales. You can share in this active, profit- 
FEATURES able business—with Federal! 

These two Federals—fully equipped, including full tl 
floating axle—are examples of the great dollar-value ‘ 
represented in the Federal line. These low prices and t' 
the point-for-point superiority of the Federal product 
place Federal dealers in a commanding position. _ a 


Federal dealers have a proportionately low-priced @c 


FEDERAL MOTOR TRUCK CO., Detroit, Mich 





WR>«- 


6-Cylinder Truck Engine 
Full Power at Low Engine Speed 
'7-Bearing 2!2-in. Crankshaft 
Full Pressure Lubrication 
Valve Seat Inserts 
Positive Gear Driven Water Pump 
8'4-in. Fish Belly Frame 
Full Floating Rear Axle 
Large Hydraulic Brakes 
Rubber Bushed Spring Eyes 
Roller Bearing Universal Joints 





ALL-TRUCK CONSTRUCTION 
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+ Mack Truck Elects 

Two New Directors 
New York, Mar. 30.—At the 
annual meeting of stockholders 
of Mack Trucks, Ine, E. R. 
Hewitt and W. D. Sargent were 
elected directors, succeeding A. 
H. Wiggin and F. B. Adams. 

Other directors were re-elected. 
A. J. Brosseau, president, said 
that considerable improvement 
had developed in the heavy duty 
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truck business recently, result- 
ing principally from orders from 
truck users related with the con- 
sumption goods industries. 

Some new bus orders have been 
received recently, placed _ prin- 
cipally by street railway compa- 
nies which are replacing street 
cars with buses, Brosseau said. 
There has also developed recently 
the first signs of replacement de- 
mand from existing operators of 


bus services, he said. 





Doman-Marks Engine Co. 
Adds Three New Engines 


Amesbury, Mass., Mar. 29.— 
Doman-Marks Engine Co. are 
now producing three horizontal 
engines known as models 6AH- 
309, 6AH-377 and 6AH-400. These 
develop 85, 104 and 111 horse- 
power respectively at 2600 r.p.m. 
The special features are air cool- 
ing and a maximum over-all 
height of 26 inches. 





Davenport Firm Stages 
Private Automobile Show 


Davenport, Ia., Mar. 30.—Grampp 
Motor Sales Co., Studebaker dis- 
tributors of this city, recently 
held their own automobile show. 
William Grampp, is speaking of 
the private showing, said: 

“In the show we displayed 


Standard Chassis 
F.O. B. DETROIT 


FOR DEALERS WIT 
THE RIGHT TRUCK aud 
A COMPLETE LINE... 


model to meet the haulage requirements of every 
prospect—four and six wheelers, up to 7'% tons. 


Federal also offers a complete line of bodies. 


Many Federal dealers have held their franchises 
over a long period of years. Why? Because they realize 
the opportunity Federal offers them to make money, 
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and they appreciate Federal’s fair treatment, coopera- 


tion, and protection. 


if Federal is not represented in your territory, then 
| a highly profitable franchise is open. Write now for 


complete information. 


lich. . . . Canadian Factory, Windsor, Ont. 
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Franchise. 


Name 


Company 


Address 


City 


State 


re 


COST 


THIS COUPON WILL 
BRING YOU THE FACTS 
... MAIL IT NOW! 


COUPON 





Federal Motor Truck Company, Detroit, Michigan. 


Please ,send me complete information about the Federal 


PER MILE 








22 new Studebaker and Pierce- 
Arrow cars, including special 
models, chassis, and the new 


Studebaker Land Cruiser, which 
was mounted on an electric turn- 
table. This is the same Land 
Cruiser which was on display at 
the New York and Chicago Auto- 
mobile Shows. 


“We want to advise that this 
is the first time that we have ever 
had our own automobile show, 
and this special showing was pro- 
ductive of very good results. We 
had motion pictures and sound 
trucks, as well as other forms 
of advertising. We also had a 
series of radio prograis, sent 
out 5,000 printed esia invitations, 
as well as approximately 1,500 
letters to very influential business 
| men. 


“We happen to have an ideal 
set-up for a special Studebaker 
showing of our own, as we have 
the finest sales quarters west of 
| Chicago. We used our entire 
salesroom, as well as the light 
service room in back of our sales- 
room, which gave us a floor area 
of approximately 90 by 150 feet. 

“In this connection, this special 
Studebaker showing was held 
about 10 days before the local 
Davenport Automobile Show, and 
| we found that any prospects who 
came to this special Studebaker 
showing were very much _ in- 
terested in Studebaker, as they 
naturally knew that Studebakers 
were the only cars that they 
would see on display. We made 
| quite a few sales during and after 
this special showing and would 
recommend a showing of this 
kind for any dealer who has suf- 
ficient space.” 


Winter Hard on Cars, 
Stimulates Spring Sales 
New York, Mar. 30.—The un- 
| usually severe winter in the east- 
ern part of the country, which for 
a while reduced use of automo- 
| biles to a minimum, is now hav- 
ing a favorable reaction on the 
sale of cars, according to Charles 
B. Warren, president of Warren- 





Nash Motor Corp., Nash-LaFay- 
|ette distributor in New York, 
New Jersey and part of Connecti- 
cut 

“There is nothing like a hard 
| winter, with its attendant oper- 
ating troubles, to convince an 
owner that he needs a new car, 
or a used car that will stand the 
gaff,’ Warren observes, “After 
| repeated struggles with starting, 
and several mechanical break- 
|downs, the average driver re- 


solves he won’t try to push the 
old car through another winter.” 


| 
| Ford “Truck Caravan”’ 
Tours Michigan, Ohio 
Dearborn, Mar. 30.—Bearing 
educational exhibits of the mod- 
ern motor car, a colorful “truck 
caravae” sponsored by the Ford 
Motor Co. has begun a lengthy 
tour of Michigan and Northern 
Ohio, its four-month itinerary to 
include most of the larger towns 
and cities in those sections. 
Setting out from the Rouge 
plant of the Ford Motor Co. in 
Dearborn, the caravan will visit 
the larger Ford dealerships, halt- 
ing for a day of demonstrations, 
entertainment and displays in 
each city. In addition to the 
mechanical and educational ex- 
hibits, the caravan brings to each 





| city a display of the latest models 
in Ford V-8 truck and passenger 
| cars. 


| West Coast Chief 
Canton, Ohio, Mar. 30.— The 
Hercules Motor Corp., of this city, 
is establishing direct factory rep- 
| resentation on the Pacific coast, 
|} it was announced here today. 
| Oliver S. Kelly, of the Hercules 
| forces, will be placed in charge of 
|western operations with head- 


} quarters in San Francisco. 
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Writer Compares Methods 
of Compiling Truck Lists 


By MORRIS R. MACHOL, Fleet Owner List Co. 
When the astute sales manager starts to make inquiries 
regarding the fleet owner field, he is apt to find himself 
in a maze of conflicting and confusing statements and 


figures. 


There are two different ways to compile a fleet owner 
list—each having advantages and disadvantages and, 
strange as it may seem, neither gives an accurate measure 
of this tremendous and important field. One way is to 


take all 
vehicle registered on a card, and 
sort the cards alphabetically by 
owners. The other is to interview | 
each fleet operator and find out, 
from the executives in charge, 
how many vehicles are in the 
fleet. 

Most listing companies use the | 
first method and, without excep- | 
tion, as far as the writer knows, | 
listing companies that compile 
lists from registration data make 
up fleet owner lists showing only 
the total number of trucks and | 
sell “Truck Fleet Lists.” Perhaps, 
because of this practice, the term 
“Truck Fleet Lists” has been gen- 
erally accepted and many people 
think of fleets as “Truck’’ fleets, 
and think of the number of ve- 
hicles in a fleet only in terms of 
the number of trucks operated. | 
As a matter of fact, practically | 
every fleet of any size contains 
both passenger cars and trucks. 
And, sales organizations do not 
sell to “Truck” fleet owners. They | 
sell to “Vehicle” Fleet Owners, as 
all large fleets are “Vehicle| 
Fleets” and it is impossible to | 
divorce the trucks from the pas- | 
senger cars as far as sales con- | 
tacts are concerned. 


3,000,000 Trucks in U. S. 
Now, the reason why listing | 
companies have always compiled | 
truck fleet lists is because there 
are only about 3,000,000 trucks in | 
the country while there are about 
20,000,000 passenger cars. With} 
six to seven times as many pas- | 
senger cars as trucks, to make up 
a@ national vehicle fleet owner list 
would mean handling between 
seven and eight times as many 
names and the time and labor re- 
quired would be about 60 times | 
as great. There is this great dif- 
ference because, in sorting cards, 
it might be supposed that doubl- 
ing the number of cards to be 
handled would double the size of 
the job, but such is not the case. 
It would make the job more 
nearly four times as large. Try 
it some time and see for yourself, 
So the largest practical unit of 
compilation is a state. And a na- 
tional organization, that owned 
and operated one truck or car in 
each of the 48 states and that 





therefore really was an operator 
of a fleet of 48 vehicles, would not 
show upon a fleet list compiled 
from registration data by states. 

It might be interesting to enu- 
merate some of the factors which 
make it absolutely impossible to 
arrive at any exact information 
upon either the number of fleet 
owners or the number of vehicles 
operated in fleets, especially with 
reference to carefully compiled 
registration statistics, Following 
are a few of them: 


Idle Equipment 

(1) Idle equipment: Cases 
where part of a fleet owner’s 
equipment is idle and not regis- 
tered. While this may not be an 
important factor as regards indi- 
vidually owned passenger cars, it 
assumes proportions in these 
times that are worthy of the sales 
manager’s serious thought when 
he is considering fleet operation. 
A fleet owner operating only eight 
of 40 trucks would only register 
eight. He would not appear on a 
registration list of people having 
ten and over. From the sales 
manager’s standpoint, however, 
he is a better potential customer 
than the man who owns and op- 
erates 40 trucks since he has been 





registrations, put each®—————__—_—_ 


robbing his idle equipment of 
parts in order to keep the balance 
running without additional ex- 
pense. As soon as business im- 
proves, he will either buy new 


| equipment or be in the market 
| for a substantial volume of parts | 


and service. Thus the number of 
fleets as well as the number of 
trucks in fleets is actually greater 
than the figures shown by a care- 
ful and accurate tabulation and 
count of registrations. 

(2) Equipment owned outside 
the U. S. 
includes, among his 
sales, fleets owned outside of the 
U. S. by oil, mining, fruit com- 
panies, etc., where the equipment 
is purchased in the U. S., there 
would be a further increase over 
registration figures in the total 
number of fleets and of vehicles 
operated by fleets. 


Hidden Ownership 

(3) Hidden ownership and dup- 
lication. There are many cases 
where huge organizations or 
holding companies maintain fleets 
all over the country and where 
the main office of the company, 
which may not itself own any 
cars or trucks, dictates, influences 
or controls automotive purchas- 
ing and operating policies for the 
subsidiary or allied organizations 
throughout the country. Dupli- 
cation comes about in two ways— 
a registration list, while 100 per 
cent accurate, duplicates and 
gives a falsely high count of 
fleets. Such a list would show a 
large national organization as 
having a fleet registered in each 
of many states or communities. 
Actually this is a single fleet and 
not a number of fleets. A list 
compiled by personal contact in 
the field might have three list- 
ings for a single company in a 
single city. This is duplication 
only in the sense that there are 
three listings for one company 
but, from the standpoint of the 
sales manager, it is important 
that he should make contact at 
all three of these points in order 
to sell the idea of using his prod- 
uct to each man who is a factor 
in the automotive operating and 
purchasing policies. 

(4) Cars owned by executives 
and salesmen: Here again is 
where there is a difference be- 
tween the registration list and 
the list compiled by actual con- 
tact. Many companies operate 
a fleet of less than 10 trucks, but 
some of their executives and 
salesmen own cars. In many 
such cases the purchasing of the 
cars and of all parts and supplies 
for these cars is done through 
the company’s purchasing office 
or automotive maintenance man. 
In such cases, a registration list 
would show a fleet of less than 
ten trucks. To the sales man- 
ager, however, it is, from a prac- 
tical sales viewpoint, a fleet of 
over ten vehicles, because he finds 
that he can sell his product to 
this company for over ten pieces 
of equipment. A list compiled 
from actual contact, therefore, 
would, in these cases show such 
companies among the fleet owners 
having ten or more vehicles while 
a registration list would not. 

Sales Fleets 

(5) Taxicabs and companies 
operating no trucks but fleets of 
company owned cars for sales- 
men, etc. Taxicab fleets, although 
prolific users of ali sorts of ma- 


If the sales manager | 
potential | 








A New Glass Carrier 


ip in U. S. 





The problem of hauling huge sheets of fragile plate glass with maximum convenience and safety 
is solved by the specially-built Fruehauf semi-trailer. The low body of the unit enables the glass to be un- 
loaded at approximately the height of the window frame for which the glass is intended. 





terial, parts service and supplies, 
since they frequently operate 24 
hours a day and seven days a 
week, are almost never included 
in Truck Fleet Owner Lists and 


company owned passenger car | 


fleets are very numerous. 

(6) Change. The amount of 
change that is constantly occur- 
ing is very great. Consolidation, 
organizations going out of busi- 
ness, new businesses acquiring 
fleets (breweries for instance) to 
say nothing of change in person- 
nel, address and number of ve- 
hicles operated. A list made up 
of registrations, as of Jan. 1, is 
not likely to be very accurate 
during the latter part of the year. 

Many people have an idea that 
they must know, before making 
a sales call, just what the fleet 
consists of, how many of each 
size and make of truck, and each 
model and make of car. 


The Important Thing 


The important thing from the | 


standpoint of the sales manager 
should be—who is the man to 
see, where he is located, and what 
hours or days does he stay in to 
interview salesmen. After the 
fleet executive had been inter- 
viewed and sold on the product, 
it is time enough to determine 
how many of each different make, 
or size, or model he runs. Of 
course, & company that only 
manufactured parts for Fords, 
Whites or Chevrolets, or that 
manufactured buses or bus 
equipment only, would not be 
interested in a general Fleet List. 
A company making trailers or 
truck bodies, or products only 
usable on trucks, would be in- 
terested only in a truck fleet list. 


The demand for Fleet Owner 
Lists is usually for a minimum 
of two, three, five or ten. People 
who want smaller lists of larger 
operators sometimes inquire for 
lists of 50 or 100 minimum. It 
seems unfortunate that the mini- 
mum of 15 or 20 has not been 
@ more popular one as it is a 
logical division for the manufac- 
turer who is interested in shop 
equipment of various sorts. A 
fleet owner with ten trucks will 
not often maintain his own shop. 
When the size of a fleet gets to 
15 trucks, in a large majority of 
the cases, the fleet owner will 
maintain a shop of some sort. 
Naturally a fleet operator can 
own his own paint shop or main- 
tain his own regrinding equip- 
ment only if he runs a much 
larger fleet. Figures are relative, 


but establishing the figures at 15 
trucks, it should be borne in mind 





Canton Auto Workers 


Thankful for Peace Pact 


Canton, O., Mar. 30.—Thousands , Republic 


of Canton workmen who marched 
back to shops and factories 
the surging upturn of industrial 
employment were secure in their 
jobs this week as a result of 


in | 


| 


peace settlement of the threat- | 


ened strike 
industry. 
While Canton has no auto- 
mobile assembling plants, 
duction of parts and materials 
plays such a tremendous part in 
Canton’s business activity that 
leaders here, referred to action in 
averting the strike as the most 
important contribution to the 
city’s welfare since it started. 
The welfare of some of Can- 


ton’s largest industries is tied up | 
closely with the automobile trade. | 


The Timken Roller Bearing Co., 


in the automotive | 


Steel Corp., Hercules 
Motor Corp., and the Canton 
Drop Forge and Mfg. Co., sell 
their output largely to the auto- 
mobile and truck makers. A 
number of other Canton firms 
are related here closely to the 
automotive industry. 

Industrial employment in Can- 


|ton passed the 17,000 mark dur- 


pro- | 


ing the week of Mar. 16, for an- 


| other high record in the upward 


sweep of activity which has 
brought many Canton plants to 
normal production, or higher. 
Figures compiled this week by 
the Chamber of Commerce show 
17,097 men at work in 68 major 
industries, a gain of 10,216 over 
the corresponding week in 1933, 
and an increase of 373 over the 
previous week of this year. 





that two-passenger cars are ap- 
proximately the equivalent of one 
truck, as regards the necessity 
for the use of a shop. Thus, a 
fleet of ten trucks and ten pas- 
senger cars or a fleet of five 
trucks and 20 passenger cars 
would be approximately equival- 
ent to a fleet of 15 trucks as re- 
gards the desirability of the fleet 
operator maintaining a shop of 
his own. 


Estimated Trucks 

In the case of truck fleets— 
from available data we can only 
show the number of fleet owning 
companies and an estimate of the 
number of vehicles operated. 

In the case of the vehicle fleets, 
however, we have shown not only 
the number of companies but also 
the number of listings and the 
number of men to see for the 10, 
50, 100 and 1000 minimum fleets 
since this data was available. 

In discussing the figures given 
in the table of vehicle fleets, we 
first consider the number of fleet 
operators having two or more ve- 
hicles. There are no compiled 
statistics but, on a most conserv- 
ative basis, our estimate would 
reveal a tremendous market— 
First, the 300,000 operators re- 
ferred to as having two or more 
trucks would have, in addition 
to their 1,600,000 trucks, at least 
1,600,000 passenger cars. Then we 
must add to this those who have 
one truck and one or more pas- 
senger cars, perhaps 500,000 com- 
panies with 1,200,000 vehicles — 








and then we must add taxi com- 
panies, drive-yourself companies, 
individual families or companies 
with two or more passenger cars 
—and business organizations with 
no trucks but with fleets of cars 
for salesmen, etc., 1,300,000 such 
fleets with 3,000,000 vehicles is be- 
lieved to be a “most conservative” 
estimate. 


Jobber Dealers 


Of course, no sales organization 
can afford practically to ignore 
the regular jobber dealer chan- 
nels of distribution in going after 
these smaller operators. The cost 
of such sales effort is prohibitive. 

The data on minimum vehicle 
fleets of 1000, 100, 50 and ten re- 
sults from counts by The Fleet 
Owner List Co. No data is avail- 
able on fleets of 15 and over. The 
data on five and over is a rough 
estimate, practically a guess, of 
the writer. 

Even though the smaller fleets 
of two, five and perhaps even ten 
are left to the jobber and distrib- 
utor to cover—the large fleet, be- 
cause of its volume of consump- 
tion, is well worth the attention 
of any sales organization. Even 
if they are consumers, they are 
wholesale consumers and _ the 
volume makes them worth the 
time and effort of direct sales 
effort both through direct mail 
and by salesmen’s contact. 

The manufacturer who acquires 
an accurate and up to date fleet 
owner list will increase his sales 
volume. 
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Intelligent Sales Methods 


e 1934 a 


Real Truck Year 


By E. M,. LUBECK 


HERE is every indication that 

1934 has possibilities of being 
a real truck year. Manufactur- 
ers and dealers of commercial 
ears and delivery units already 
point to the increased registra- 
tions in at least nine states that 
exceeded those of 1932 and 1933. 
Railroad car loadings so far this 
year show a tremendous increase 
amounting to practically the 1929 
levels. For every railroad car 
that is loaded trucks are in 
service at one end of the rail 
journey or the other. In Iowa, 
and the central agricultural states 
where truck registrations show 
big gains, and in the southern 
states where similar conditions 
prevail, trucks are the basis of 
the original haul of the products 
and again come into action at the 
final haul when the goods are 
handled for consumer distribution. 


Increased Registrations 


The increased registrations are 
being reported mainly from the 
rural districts of the country. 
The bigger or city market for 
new trucks and delivery wagons 
seems to be untouched. City reg- 
istrations of new trucks appear 
to be lagging far behind those of 
the country districts. Yet the 
total registrations of commercial 
vehicles as shown by the statis- 
tics for 1933 indicate that the 
city owned and operated vehicles 
out number those of the country 
on a basis of five to one. The 
Automotive Daily News figures 
show that new commercial ve- 
hicle sales for 1933 increased by 
better than 35 per cent over 1932. 


From the figures it will be seen 
that the truck salesmen in the 
larger cities have a golden op- 
portunity this year. They can 
help in making 1934 a real truck 
year in every sense of the word. 
They can also fatten their pocket- 
books. One has only to survey 
the number of decrepit delivery | 
wagons and trucks on any city) 
street for proof of the sales pos- | 
sibilities of new units ranging 
from the smallest delivery units | 
to the largest ones. The wide 
awake truck salesman can find | 
prospects on every corner pro- 
vided he tackles the sales pos- 
sibilities from an _ intelligent 
angle. 

Breaking Sales Resistance 

However, efforts to sell trucks 
in the cities will be met with the 
same old sales resistance of 
former years, the story that “The 
old bus still runs and delivers 
the goods.” The salesman who 
quits at that point certainly isn’t 
going to make much money for 
himself or the firm he represents 
this year. He is overlooking one 
of the best bets of the year, for 
a commercial car has not only 
a definite value as a utility, but | 
a tremendous value to the owner | 
from an advertising standpoint. | 
The salesman should make a/| 
careful study of the advertising | 
value of a truck or delivery 
wagon for the prospective pur- 
chaser. One needs only note the 
bright clean appearance of every | 
unit of the equipment of one of 
the large oil and gasoline distrib- 
uting companies. It is a rare 
day when one can find one of its 
trucks that hasn’t been washed | 
and polished before it begins the | 
days operations. It is a continu-| 
ous advertisement for that or-| 
ganization. The same applies to| 
the fleets of several of the large | 
baking companies and there is 
hardly a big department store 
in any city that does not rely 
upon the appearance of its equip- | 
ment to spread the news of the 
company on every street in the 
city. 

Push Advertising Possibilities 

Probably the best truck and 
commercial car salesman that 
Chicago has ever known was 
Eugene Goldman, who at various 
times, a few years ago, was han- 








dling the well known Republic 


trucks after which he became 
general sales manager of 
Master Truck Co. Goldman was 
never known to sell trucks or 
delivery wagons because of his 
knowledge of mechanics of the 


trucks he represented. He tackled | 


every sale from the standpoint 
that mechanical make-up of the 
job was what it should be and 
that its utility was conceded by 
the prospective purchaser. Gold- 
man sold trucks from the stand- 
point of the value of a properly 
maintained truck as a rolling 
advertisement. He carefully 


pointed out that a delivery truck | 


brilliantly painted and lettered 
would spread word through the 
city for all to see and read. He 
always commented on the fact 
that while thousands might see 
and read a billboard on the 
avenue or the boulevard many 
more thousands would note the 
truck as it proceeded on its way 
to deliver merchandise, and that 
while it stood in front of a cus- 
tomer’s home others in the neigh- 
borhood would observe the name 
of the company and the message 





the | 


| 


that the truck carried. 
of the largest department fleets 
in Chicago were sold by Gold- 


|/man on just that basis. 


| which is still good and which the 


| tage. 
|} eral weeks 








Goldman had still another ea 


1934 salesman can use to advan- 
Goldman would wait sev- 
after the truck had 
been delivered and then make | 
what he called an “interest call” | 
on the purchaser. He would show | 
the owner that the 
value of the truck was being lost | 
because it wasn’t kept clean and 
bright. He would take the owner 
to task for having spent $85 in 
paint and gold lettering which 
because of the dirt no one could 
read. That sort of a broadside 
always hit the target because 
Goldman would add that even 
though hundreds of dollars were 
spent monthly in the newspapers 
in advertising and that the owner 
was also contributing his share 
for poster advertisements none of 
these expenditures would bring 
as good returns as a few dollars 
spent each week for having the 
truck washed and polished. There 
are those in Chicago who can 
still recall the green bodies and 
yellow wheeled Republic trucks 
which ran through the Chicago 
streets looking as if they had 
just come out of the paint shop. 
The big point of Goldman’s pro- 
gram was the interest he took 
personally in the appearance of 





Two | 








every truck he sold. He also 


Industry Leads 
Recovery, Says 


Auburn Chief 


Auburn, Ind., Mar. 30.—The au- 
tomobile industry, has taken the 
initiative in leading the United 
States out of the depression and 
its continued progress is vitally 





advertising | essential to full economic recovery 


of the country, according to W. 
H. Beal, president of the Auburn 





figured that the best looking 
trucks would be seen by those 
who contemplated buying trucks. 
Many a sale was made by Gold- 
man to buyers he had never con- 
sidered in the market but who 
had called up the firms using 
Goldman’s trucks and asked for 
information. The big fleet pur- 
chased by the Chicago Daily 
News from Goldman was made 
through the newspaper's getting 
the information through one of 
the big department stores. 


It’s the interest in the owner 
of a truck after the sale and the 
value of keeping the owner in- 
formed on the best ways to cash 
in on his investment that devel- 
opes business. Salesmen using 
intelligent methods will be able 
to cash in on the business in 
sight in 1934 and make it a truck 
year in sales and commissions. 


17 


Automobile Co., in an interview 
here today. 


Mr. Beal pointed out that the 
automotive industry was the 
largest manufacturing industry in 
the world and that its effect on 
other industries and businesses 
was of major importance. 


“Automobile manufacturers to- 
day have close to $2,000,000,000 
invested in their plants and equip- 
ment,” Mr. Beal said. “In normal 
years wages and salaries amount 
annually to over $600,000,000 and 
over 4,000,000 workers are em- 
ployed directly and indirectly. It 
is interesting to note that motor 
taxes alone provide the federal 
government, states and munici- 
palities with over a billion dollars 
annually. Over 12 per cent of all 
the railway freight business in 
the country comes directly or in- 
directly from the automobile in- 
dustry with revenues paid the 
railroads of nearly $400,000,000 
annually. Motor cars use 85 per 
cent of all gasoline manufactured 
in the United States and the rub- 
ber industry depends on selling 81 
per cent of its products to car 
owners. Sixty per cent of the 
strip steel manufactured in the 
country goes into automobiles and 
72 per cent of the alloy steel. 

“Looking at these facts it can 
readily be understood how the 
automobile industry with its tre- 
mendous consumption of prod- 
ucts, vitally affects business and 
industry directly.” 








A Billion Dollars 
ill Buy a Lot of Motor Cars 


Even in these days of N. R. A., C. W. A., P. W. A., and all the rest, a 


billion dollars is still a lot of money. 


When you find this huge sum in the form of increased purchasing power 
concentrated in the rural sections of only thirteen states, it constitutes a 
potential market that no alert sales manager can afford to overlook. 

In the thirteen Southern Agriculturist states, farmers have actually | 
increased their cash revenue in the following manner: 


Value of Crops 


1933 Government Payments 
1934 Government Payments 


Value of Livestock 


States. 


This is no idle claim for the South has the smallest percentage of mort- 
gaged farms of any section of the country. The individual mortgage debt 
per farm is less than one-half of the national average and farm taxes are 


193% 1932 Gains 
ore $1,486,720,000 $ 961,544,000 $ 525,176,000 
148,518,870 148,518,870 
230,280,926 230,280,296 
Salis 706,042,000 607,146,000 98,896,000 | 


$2,571,561,796 $1,568,690,000 


Southern farmers are better able to convert this new money into imme- 
diate purchases than are the farmers in any other section of the United 


by all odds the lowest in the nation. 


When you add to this pleasing picture of the sunny South the fact that 
one publication, SOUTHERN AGRICULTURIST, covers this fertile 
market thoroughly and economically, you have a most unique advertising 
and selling opportunity. 

In 1933 the thirteen Southern Agriculturist states showed a gain in new 
car sales of exactly twice the percentage of gain for the remaining thirty- 


five states. 
1934 promises to beat 


An aggressive advertising campaign right now in Southern Agriculturist 
will be a tremendous aid in obtaining your share of this new business. 


— SOUTHERN AGRICULTURIST : 


B. KIRK RANKIN, Publisher 
“First in the Farm Homes of the South” 


even this splendid record! 


NASHVILLE, TENNESSEE 





$1,002,871,796 
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Aero-dynamic 


_ New Coach 








Engineering 


Bodies Show 


e nn a omens 


Sidney, Ohio, Mar. 30.—‘“Air 
Stream” has been brought to bus 


‘Promotion Man 


bodies with eminently satisfying | 


results by the Anderson Body Co., 


coach and bus body builders of | 


this city. 

Illustrated elsewhere in this is- 
sue is the Anderson 16-20 passen- 
ger body mounted on the Chev- 
rolet truck chassis. This new 
body offers draftless ventilation, 
full aero-dynamic design, ample 
baggage facilities and de luxe fin- 
ish and has been developed for 
mounting on chassis in the low- 
priced bracket. 


The overall width of this body 
at the front is 82 inches and it 
gradually tapers toward the rear 
which is only 36 inches wide. 
Road tests have shown that this 
design makes it possible to get 
from one to one and one-half 
miles more mileage per gallon of 
gasoline, and there is absolutely 
no wind roar, a feature which has 
been a drawback in past body de- 
signing, according to C. D. Beck, 
general manager of the Anderson 
company. 

The design of this model is in 
accordance with the practical 
principles of dynamic streamline 
design, together with the require- 
ments of successful bus operation 
from the standpoint of passenger 
comfort, rider appeal and dura- 
bility, Mr. Beck says. New fea- 
tures incorporated in this new 
motor coach series reduce the 
weight to a minimum and lower 
body maintenance costs to an im- 
material figure, it is claimed. 
Operation costs are likewise re- 
duced due to the aero-dynamic 
principles, the makers say. 

Bodies in the new Anderson 
series are of wood-steel construc- 
tion with a steel sub-frame. The 
entire framework consists of 
thoroughly dried hardwood and 
all joints are glued, screwed and 
set in white lead. The roof is de- 
signed to give 67 inches head- 
room in the center while the en- 
tire exterior is finished in 20 and 
22 gauge auto body steel. Doors 
are of the coach type while seats 
are the latest development in de 
luxe parlor coach seats. All side 
windows drop and are equipped | 
with heavy duty window regula- 
tors and operate in sewed corner | 
felt channel. Anto-rattlers are 
installed on each side of the glass. 








Philadelphia Group 
Elects F. C. Nicholson 
Philadelphia, Mar. 30.—Fred C. | 
Nicholson was re-elected president | 
of the Automotive Service Assn. | 
here tonight at the annual meet- | 
ing when the organization re-| 
newed a vigorous crusade against | 
the open-air sidewalk repair shop | 
and pledged earnest support of | 
the motor vehicle retail code. 
In addition to Nicholson as} 
president, the service men elected | 
for one-year terms: M. H. McKin- | 
ney, first vice-president; August | 
Wilkening, second vice-president; 
Joseph C. Dawson, treasurer, and 
Wm. P. Berrien, secretary. Di- 
rectors: C. Howard Leathem jr., 
Edwin Munz, Ear! Mylecraine, J. 
E. Nidecker, Albert E. Torker and 
Ralph H. Woodhull. Admission 
Committee: J. E. Nidecker, Frank 
H. Yerger and Joseph C. Dawson, 
chairman. 


J. R. Bibbins Appointed 


NRA Trucking Authority 


Washington, Mar. 30.—-The ap- 
pointment of J. Rowland Bibbins 
of Washington, D. C., as admin- 
istration member of the code au- 
thority for the trucking industry, 


|} ment. 


Produces Play 


South Bend, Mar. 30.—Ottis 
Lucas, sales promotion manager 
of the Studebaker Corp. of 
America, not only is active in 


the automotive field, but is like- 
wise a producer-playwright and 
a highly successful one. 

His biblical play “The Light” 
which was staged at the Masonic 
Temple here last week under the 
sponsorship of the Scottish Rite 
bodies of the city, played to 
packed houses during the entire 
run, turned them away and plans 
are already underway for its 
production this summer at the 
Chicago Civic Opera House. 

It is claimed that in “The 
Light” the story of Jesus is told, 
for the first time in 2,000 years, 
in a manner reconcilable to all 
creeds. Into a single act are 
packed 34 scenes depicting all 
of the essential features and fac- 
tors in religious development from 
the time of Abraham. A cast of 
more than 400 persons including 


Catholics, Protestants and Jews 
took part in the presentation 
here. 


Jobber Clinic 
At Philadelphia 


Proves Success 


Philadelphia, Mar. 30.—To the 
jobbers and their salesmen in the 
Philadelphia territory, must go 
the entire credit for making their 
recent jobber clinic an outstand- 
ing success. According to Will 
Dammann, president of the Bear 
Mfg. Co., it was the best arranged 
and managed clinic from the 
manufacturers’ standpoint that 
he had ever attended. 

The enterprise was arranged by 
the jobbers for the benefit of 
their customers. Acting as hosts 
to thousands of interested repair- 
men, the jobbers and their men 
provided the former with an op- 
portunity to select for their shops 
the very latest in profit-making 
equipment. 

So high was the spirit of better 
times and increasing business 
among the garage and service 
station owners in this territory, 
that they placed $20,000 worth of 
Bear equipment orders in the 
four days for immediate delivery 


| and an exceedingly larger amount 


for later disposition, the company 
states. 

3ear demonstrated its complete 
line of wheel aligning, axle, wheel 
and frame straightening equip- 
This gave the dealers, 
service managers and mechanics 
an opportunity to operate and in- 
spect it. 

At this show, arrangements 
were also made to place several 
Bear heavy duty alignment out- 
fits in conjunction with the regu- 
lar passenger car units. These 
complete alignment set-ups will 
go into key cities, a chain of 
which is being organized from 
coast to coast. The purpose of 
this nation-wide chain is to pro- 
vide complete Bear alignment 
service to the tourist and truck 
and bus transportation systems 
|traveling the principal cross- 
country highways. Part of this 
chain is already completed and 
the plan is being carried on 
among independent garages in 
other key centers to install this 
new super alignment service. 





was announced today. 

Bibbins has had 25 years’ ex-| 
perience in independent consult- | 
ing engineering work and has| 


Truck Sales Up 


St. Paul, Minn., Mar. 30.—Up to 


AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 31, 1934 





“Air Stream” in Bus Bodies 





The Anderson Body Co. shows its new draftless ventilated, aero-dynamically designed bus body. 


The 


body is of wood-steel construction, with a steel sub-frame. 





° © rich has found the better method 
Goodrich Revives | to be limitation of classes to four 


Sales Training |S = = SS 


| lowed much more individual at- 
tention to be given each student. 


Goodrich history, place in the 
industry, policies and analysis of 


| various outlets is the first sub- 
Akron, Mar. 30.—For the first! ject. Discussion of personnel, 


time since the summer of 1930,| chown by a chart, follows. 


the B. F. Goodrich Co. is now 
ngaged in an extensive sales Study of products manufactured 
=o , : . “| or distributed by the company, 
training school program. The 


e with visits through the factories 
work has been going on for the| and demonstration of service 
last several weeks and will be) functions is one of the major 


continued indefinitely. | groups of topics at the start of 


Instead of the larger groups, | the course. 
which formerly constituted classes; Discussion of dealer distribu- 
in a sales training effort, Good-| tion, national accounts, national 








advertising and sales promotion 
programs, window display, dealer 
identification and other point-of- 
sale aids, accounting methods and 
credits also take a large part of 
the time. 

Retail store operations, correct 
methods for retail selling, dis- 
cussion of retail store personnel, 
accounting, advertising and sales 
promotion methods, and the gen- 
eral theory of retail volume, profit 
and expense, sales control and 
quotas form another series of 
major subjects. 

Presentation of all subjects is 
followed by questions and an- 
swers. Written examinations are 
conducted several times during 
the training period. 





ORTH, South, East, and West--International Trucks are hauling more 
and more of the world’s loads. Lasting QUALITY is in these trucks 
and economical SERVICE goes with them everywhere. Solve your hauling 


problems by investment in International. Sizes range from 1/2-ton to 7'/2-ton. 


Prices lower than ever before. 


INTERNATIONAL HARVESTER COMPANY 


OF AMERICA 

















































specialized in highway and traffic| Mar. 26, 521 passenger automo- 
development. His appointment|biles has been sold in Ramsey 
was recommended by Sol! A.| (St. Paul) County. This compares 
Rosenblatt, division administrator, | with 332 to the same date last 
and E. E. Hughes, deputy admin-| year. Truck sales so far this year 
istrator, who handled the truck-| are 83 as compared with 34 to the 
ing code. same date last year. 








606 SO. MICHIGAN AVE. (Incorporated) CHICAGO, ILLINOIS 


INTERNATIONAL TRUCKS 
















Transportation Problem 


New York, Mar. 30.—A major 
obligation resting upon the high- 
way transport operator and the 
manufacturer of motor trucks is 
reduction of obsolescence among 
highway transport vehicles now 
on the public roads, according 
to a report summarizing the re- 
sults of the Crusade for Economic 
Distribution Through Planned 
Transportation conducted by the 
Brockway Motor Co. The Cru- 
sade has just closed after public 
presentation of modern trucks in 
shows held in 11 important busi- 
ness centers in the East. 

Summarizing the results of the 


terest alone, the user of motor 
highway equipment is justified 
in undertaking an immediate re- 
study of his entire distribution 
program, to the end that the dis- 
tribution costs which are too high 
will be cut down. In many cases, 
these high costs will be found 
directly due to the use of out- 
moded and obsolete equipment.” 


According to the conception 
underlying the Brockway Cru- 
sade, modern vehicles call for a 
new deal in the manners and 
training of drivers. In every 
city visited by the cavalcade, 
stress was laid on the need of a 





Crusade, which opened at the 
Brockway plant in Cortland, 
N. Y., last December, George H. 
Scragg, manager of the national 
sales division of the company and 
general director of the campaign, 
stated that the Crusade resulted 
in positive benefits for the whole 
motor truck industry. 
“Obsolescence today constitutes 
a major transportation crime,” 
stated Mr. Scragg. “It is holding 
back progress, helping to keep 
employment in the capital goods 
industries at a low level and in 
the final analysis is making 
everything cost too much. On 
the basis of intelligent self-in- 





Chrysler Retail Deliveries 


Reach New High Point 


Detroit, Mar. 30.—Retail de- 
liveries of Chrysler and Plymouth 
cars by Chrysler dealers for the 
week ending Mar. 24 totaled 
3,640 cars, the highest since the 
introduction of the Chrysler Air- 
flow line, and one of the highest 
in the history of the Chrysler 
Sales Corp., according to figures 
released by J. W. Frazer, general 
sales manager. | 

This represents an increase of | 
20.5 per cent over the previous | 
week; of 178.9 per cent over the 
corresponding week of last year, 
and 183.3 per cent over the cor- 
responding week of two years 
ago. 

For the 12 weeks of 1934, the 
retail deliveries are 55.2 per cent 
ahead of those for the same 
period of 1933 and 80.6 per cent 
ahead of those for the first 12 
weeks in 1932. 


New Ford V-8 Truck 


O K for Fire Fighting 


Detroit, Mar. 30.—All tests pre- 
scribed by the National Board of 
Fire Underwriters for fire fighting 
driving units for a pump capable 
of delivering 500 gallons of water 
a minute for an extended period, 
have been successfully passed by 
the new Ford V-8 truck, it was 
announced today. 

This makes the new truck suit- 
able equipment for cities up to 
25,000 population, it was said. The 
Ford V-8 ton and a half truck 
was the first in its class to pass 
the exacting tests of the under- 
writers, it was learned. Not only 
did the truck pass the official 
tests but engineers for the under- 
writers said an ample reserve of 
power and endurance was shown 
by the V-8 motor. 





Research Firm Formed 

New York, Mar. 30.—The 
Market Research Corp. of Amer- 
ica announced today that it is 
prepared to serve the automotive 
industry in the United States, 
Canada, and Europe, with trade 
surveys, market analysis, adver- 
tising research, and consultation. 

This will be the largest organi- 
zation of its kind, with executive 
offices in New York at Rocke- 
feller Center and in Chicago at 
120 South LaSalle St. Percival 
White has been named as presi- 
dent and Pauline Arnold as vice- 
president. The MRCA has just 
published the first issue of a new 
book, “Market Research,” which 
it will send to ADN readers with- 
out cost on request. Address 





Automotive Daily News or 
Market Research Corp. of Amer- 
ica, Rockfeller Center, New York. 





drivers’ code to govern the truck 
driver in his relations with the 
public and in his conduct on the 
public highways. There were 
countless instances, say the Cru- 
sade officials, wherein operators 
pledged themselves immediately 
to place such codes in effect 
among their men. 
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Obsolescence a Major 


Here’s the Texas Method 


| A ——— 


© CHEVROLET COM PANY 





Here’s the way the Waco, Texas, Chevrolet Co. attracted attention to 

the new Chevrolet line at the recent showing in that city. They 

chartered the above pictured street car, plastered it with posters and 

toured the city with a loud speaker going full blast (the mechanical 

kind, not a politician). They report that they stirred up considerable 
interest among the city’s “Lone Stars.” 





Virginia Passes 
Bill Requiring 
Safety Glass 





Richmond, Va., Mar. 30. — 
Governor George C. Peery signed 
a bill today requiring complete 
safety glass equipment in Vir- 
ginia passenger carrying motor 
vehicles. The act goes into effect 
for school and public buses and 
taxicabs Jan. 1, 1935, and for pri- 
vate passenger automobiles manu- 
factured after Jan. 1, 1936, on 
that date. 


This action makes Virginia the 
ninth state to enact safety glass 
legislation. The bill was sponsored 
by automotive trades and safety 
organizations. 

Emphasis upon the great num- 
ber of automobile injuries in 
which glass is the injuring factor 
in motor accident news was in- 
fluential in bringing about this 
action. Safety authorities and au- 
tomotive statisticians ascribe 
nearly half the injuries to motor- 
ists to broken glass, it was held. 











THE NEW 


OFFERS TRUCK DEALERS 1934’s 





sar LOSS 


BIGGEST 


Money-Making Opportunity! 


The new White (8,000 to 13,000 Ibs. gross) at $1,085 is the 1934 truck 


sensation. 


Hundreds of leaders in more than 50 distinct types of business 


have now tested it under every conceivable kind of operating condition. 
Their verdict is unanimous. White has put White Quality into every part. 
This new low priced White is delivering typical White Performance — 
that for 30 years has meant the lowest cost transportation money can buy. 


Many White users showed their confidence in White Quality by placing 


initial orders for tens and twenties. 
single trucks. 


Now the repeat orders are coming in. 


New users, by the hundreds, bought 
They have learned 


the meaning of White Performance in terms of gasoline and oil economy 


—power—speed—flexibility—and dependability. 


In four short months 


the new White has proved itself the outstanding value in the low price 


field. 


AN UNMATCHED COMBINATION FOR 1934 


The White Company offers a NEW contract embodying more 


money-making features for dealers than any other franchise in the 


1 PRODUCT 


White quality for the first time is brought into the 


industry. 


BUSINESS 


low price field. A new White truck throughout for 


$1,085. 
100,000 truck users. 


profitable dealer market. 
other dealer can match! 


A NEW C 


with great profit possibilities, liberal in all its pro- 
visions and designed to make money for large and 


small dealers, 


This truck reaches a market of more than 
These new trucks, supplement- 
ing the regular White and Indiana models, give two 
complete lines of trucks built to reach the largest 
Quality and price range no 


dealer territory. 


4 TECHNICAL 


ONTRACT 


ASSISTANCE 


for selling transportation. At your service from nearby White 


PROFITS 


3 NATIONAL ACCOUNT 


adding prestige, sales, service and parts profits to your contract. 
Many of the new White trucks are already on their way to 


SALES 


branches and trained field organization. 


There is available territory. Don’t wait. We invite inquiry from 
truck and passenger car dealers. Write for full particulars to 
director of dealer operations. 


THE WHITE COMPANY ~- - CLEVELAND, OHIO 


is Factory. 
Prices subject to change 
without notice. 


*Chassis at 
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NEW COMMERCIAL CAR REGISTRATIONS, JANUARY, 1934-33" 


New Jersey Motor List Co., 


Arnold. 


Stewart 


Studebaker 
Terraplane 


White 


Willys 
Miscel- 
laneous 









TOTAL 
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Sparks 





(Continued from Page 1) 
but I always have had a sneaking | 
fondness for Frank Kane, now| 
vice-president of Campbell-Ewald, | 
whose appointment reflects great 


credit on Henry T. Ewald as 
knowing a good man when he| 
sees one. Kane busted into this | 
industry of ours back in 1916 


when he started editing a house 
organ for Packard, and when 
Ralph De Palma sold Packard on 
a racing team it was Kane’s job 
to publicize De Palma, Resta and 
Boyer. 

Shortly after some one discov- 
ered that Kane could write ad- 
vertising copy and from that time 
on he has wowed the clients. | 
Erwin-Wasey started him agoing 
and nine years in that service 
proved his worth. 

For the past two and a half 
years Kane has had a New York 
job, with his home in Birming- 
ham, Mich., where he is one of 
the landed gentry. Frank always 
has wanted to get back to the| 
family and had been living in a} 
suit case until Ewald landed him. | 
I got a good laugh just now when 
Kane told me of a mover phoning 
him to get the job of moving him 
from New York to Birmingham, 
not knowing that all Frank had 
to move was the said suit case | 
and a toothbrush. 

* * * | 

JUST ABOUT a year ago I got 
a long distance phone invitation 
from Ottis Lucas at South Bend | 
asking me to attend a Studebaker | 
dealer breakfast in Detroit the| 
next morning and to save the 
afternoon for him also. The 
dealer meeting was unusual and | 
I wondered what the afternoon 
date was. I soon found out. 

I was to meet Lucas at a 
women’s club, which struck me as 
rather odd. But I soon found out. | 
Lucas was to read a play to the | 
women and I was the only other 
male present. And we had tea 
real tea—at the close of the read- 
ing. 

That play was “The Light,” 
written by Lucas and planned for 
World’s Fair presentation, but it 
was not until last week at South 
Bend that it was actually staged. 
Lucas tells the story of Jesus in| 
a most dramatic way and so good 
is the play that the Chicago 
dailies gave him plenty of space | 
in reviewing it. It will run this 
summer in Chicago. 





* x 


HARRY B. HARPER has re- 
signed as vice-president of Willys- 
Overland, he writes the column, 
and it is expected that he will 
soon announce a new connection. 

The column can truthfully say 
that Harry Harper has well 
earned his high standing as a 
sales executive in the automobile 
industry. Take it back in the | 
days when he was with Stude- | 
baker, few of the old timers can 
forget the success he had as sales 
manager of the South Bend con- 
cern. Following this he took 
over a Studebaker distributorship 
in Philadelphia and his establish- 
ment was one that was held up 
as a model of its kind in those 
days. And with Willys-Overland 
in later days he clicked big. 

* * * 

IT’S HARD to resist declining 

an invitation to attend a banquet 


and sit at the speakers’ table, | 
for, after all, a columnist is a 
human being — sometimes. So 


right now I am planning to at- 
tend the dinner of the Pontiac 
Engineers Club, an organization 
composed chiefly of the engineers 
in the automotive plants. in 
Pontiac, Mich. 

It’s to be held April 10, with 
Charles F. Kettering as speaker | 
of the evening. Others who will 
sit at the same table include 
Paul Seiler, president of General 
Motors Truck; W. B. Livingston, 
assistant to the president of the 
same organization; Col. George 
A. Green, its vice-president; C. O. 
Ball, its chief engineer; Harry 
Klingler, president of Pontiac 
Motors, and his chief sa sete 


Ben Anibal. 
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Duco Display 
Attracts Many 
On Boardwalk 


Atlantic City, N. J., Mar. 30.—A 
business-creating window display, 
from which automobile refinish- 
ers and dealers in refinishing ma- 
terials could get effective selling 
ideas, was a recent one at the 


| duPont Exhibit on the Boardwalk 


here. Duco and Automotive 
Dulux for refinishing were fea- 
tured. 

The paneled background was 


white with a trim of red mould- 
ing, while the lettering was blue. 
One of the several good lines 
used was “Auto Beauty Spe- 
cialists.” 

In the foreground of the dis- 
play were two small models of 
automobiles, one of which was 
old and weather beaten, while 
the other was bright and attrac- 
tive in a fresh dress of finish, 
giving evidence of having just 
come from a refinishing shop. 








The striking contrast between 


a badly-weathered finish and a 
new refinish was provided by an 
| automobile hood with one half 
unsightly and the other half re- 
finished. Similarly, two fenders 
were used to show the difference 
between a damaged finish and a 
new one applied by a refinisher. 


Commercial Drivers Get 
Safety Merit Badges 
Minneapolis, Mar. 30. 


Of the 1,500 commercial automo- 
bile drivers who will attend the 


annual safe driving rally and 
|frolic at the General Motors 


day, 795 will be presented with 
| special “no accident” merit badges 
as recognition of having driven 
| during all of 1933 without a traffic 


Truck Bldg. in Midway Wednes- | 


Ewald Names 
Rothman and 
Leonard V-Pres. 


Detroit, Mar. 30.—H. T. Ewald, 


| president of the Campbell-Ewald 


| Co., 


accident of any kind. The rally | 


and frolic is held 
| honor drivers of 76 local business 
firms with good safety records. 


sored by the safety department 
of the Minneapolis Automobile 
|Club and the Delivery Superin- 
| tendents’ Assn. 


annually to} 


It is organized and jointly spon- | 


announces the selection of 
Edward E. Rothman as a vice- 
president and member of 
board of directors of the agency, 
and the 
O. Leonard as 
Both the new officers have 
been connected for some time 
with the Campbell-Ewald organi- 
zation. 


a vice-president. 


the | 


appointment of George | 


21 


of Detroit. He is now the account 
executive for the Burroughs Add- 
ing Machine Co. and for the 
Mishawaka Rubber and Woolen 
Mfg. Co., at Mishawaka, Ind. 


Covert Gear Sale 

Lockport, N. Y., Mar. 30.—Sale 
of stock, tools, machinery and 
other equipment of the Covert 
Gear and Mfg. Co. of this city by 
the Industrial Plants Co., liqui- 
dators, was resumed today. James 
J. Sullivan jr., corporation coun- 
sel, said, however, that no prop- 
erty may be removed from the 
plant until an application for a 
restraining order is argued before 


| Judge John Knight, in U. S. Dis- 


Rothman joined the Campbell- | 


Ewald Co. 13 years ago, shortly 
after his graduation from the 
University of Pennsylvania with 
the degree of B.S. in Economics. 

Leonard has been with the 
agency for 14 years as contact 
man on several important ac- 
counts. These have included the 
Olds Motor Works, United Motors 
Service and the National Bank 


| 


REO TRUCK SALES 
TREBLE 


Exclusive 


trict Court at Buffalo next week. 





Minnesota Deadline 


St. Paul, Mar. 30.—To date the 
motor vehicle tax in Minnesota 
has been paid on 614,480 vehicles, 
netting the State $5,378,638.54, ac- 
cording to Michael Holm, secre- 
tary of state. April 1 is the 
deadline for operating an auto- 
mobile with 1933 license plates. 






Selling-Helps for Dealers are Big 
Factors in Tremendous Increase 


doubled and February trebled the corresponding 


Reo has provided 


its dealers with still another 


exclusive selling help that is producing big RESULTS. 


It is the “Book of Superiorities”’—a large and graph- 
ically illustrated broadside in which are detailed the 
15 superior points with which Reo challenges the 
field for low cost truck performance. 


Comparing these with the corresponding points of 
other trucks in the low price range, it reveals so 
unmistakably the superior construction of the 1%- 
2'4-ton Reo Speedwagon chassis— which is now 
listed at the extremely low price $595 at factory — 
that salesmen everywhere are finding it a potent 
force in closing deals. 


With such a powerful story and such a superb line 
of trucks to back it up, Reo dealers can see a steady 
continuation of today’s increasing sales. January 


REO MOTOR CAR COMPANY 


months of 1933! 


The Reo Ability Rating Plan, the Reo Truck Per- 
formance Gauge, the highly successful School for 
Reo Truck Salesmen and now this dramatically 
convincing book—all illustrate in a very tangible 
way the effective help Reo is giving its dealers in 
producing these healthy increases in business. 


Write today for the full Reo story—and for an 
estimate of the sales possibilities in your territory. 


Standard Reo Flying Cloud $795 — Reo Self-Shifter 
$870. All prices standard models f. o. b. Lansing, 


plus tax. 


Reo Speedwagons and Trucks range from‘ to 4-6 tons. 
New low prices—$530 andup. 32 wheelbases, all with Reo 
Gold Crown Engines. Tractor-Trailer units with correct 
load distribution and maximum pay load capacity. All 
prices chassis f. o. b. Lansing, plus tax. 


LANSING 
MICHIGAN ¢& 


— 
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Far West March Gains 
May Break All Records 


By JOHN C. WETMORE 

Los Angeles, Mar. 29.—If auto- 
mobile sales in two predominant 
sections of California in the first 
fortnight of March visualize the 
buying and registration of 
model new passenger cars on the 
Pacific Coast, indications so 
point to an unprecedented pros- 


perity of the motor car retailing | 


industry in the far west that is 


likely to be revealed when com- | 
plete reports of registered sales | 
in the third month of 1934 can be | 


officially made. 

Here are the facts and figures 
revealed by new passenger car 
registration reports for the first 
14 days of March: In Los 
geles County the sales increase 
over that period of last March 
was 217.9 per cent, 1612-507, and 


in Northern California, 260 per | 


cent, 2049-569, as compared with 
a February gain of 2.8 and 33.1 
per cent respectively in the two 
districts named. 
Comparative 1934-33 new 
senger car registrations in 
first 10 days of March of the 10 
Los Angeles County best sellers 


pas- 


were: Ford, 473-94; Chevrolet, 
364-152; Plymouth, 346-62; Dodge, 
92-26; Olds, 56-15; Buick, 53-20; 
Pontiac, 49-19; Studebaker, 35-8; 
Willys, 32-9; Hudson, 21-2. The | 
percentage sales record of the 
three low priced leaders was: 


Ford, gain 412-7; Chevrolet, gain 
139-4; and Plymouth, gain 458-1 
per cent. Their aggregate sales 
showed an increase over this 
period of last March of 286.6 
per cent, 1183-308; with a rise in 
ratio to the total from 60.7 per 
cent in 1933 to 73.3 per cent in 
1934 
Contrasted 
registrations 


new 
in 


passenger car 
Northern Cali- 


fornia of its 10 best sellers pres- | 


ent interesting variations as to 
some individual makes from 
those of Angelenoland sales 


leaders, as the following figures 
will show: Chevrolet, 562-187; 
Plymouth, 454-68; Ford, 450-103; 
Dodge, 118-13; Studebaker, 83-16; 
Buick, 68-22; Pontiac, 66-29; Olds, 
61-10; Nash, 25-6; Terraplane, 
20-13. For instance, the order 
of the three leaders is Chevrolet- 
Plymouth-Ford in the north as 
compared with Ford-Chevrolet- 
Plymouth in Los Angeles County. 
Terraplane and Nash which are 
missing from the Los Angeles 


“big ten” have won ninth and 
tenth places in the Northern 
Counties. 


The aggregate sales increase of 
the “big three” up north was 
304.4 per cent with a rise in 
ratio to the total from 63.2 per 
cent in 1933 to 71.5 per cent in 
1934. 

Incidentally, it is interesting 
to note that the sales increase 
in the two California sections 
named combined was 240.2 per 


cent, 3661-1076, the aggregate 
sales record of the three leaders 
being, Chevrolet, 926-339, gain 


173.1 per cent; Ford, 923-202, gain 
356.9 per cent; Plymouth, 800-129, 
gain 529.9 per cent. 


Sheboygan Group 
Forms Association 

Sheboygan, Wis., Mar. 30.— 
The Sheboygan County Automo- 
tive Assn. has been organized 
here with Arthur Schraut, She- 
boygan, president; Victor Wer- 
necke, Plymouth, vice-president; 
Fred Poethig, Sheboygan, secre- 
tary, and Ed Daane, Oostburg, 
treasurer. 

Members of the board of di- 
rectors have been named as fol- 
lows: George Te Lindert, repre- 
senting Cedar Grove and Oost- 


burg; Hugo Spieker, representing | 


Random Lake and Adell; Henry 
Hecker, Waldo and Cascade; Ed- 
ward Radloff, Plymouth; Henry 
Bergen, Greenbush and Glen- 
beulah; J. Peebles, Elkhart Lake; 
Willard Erdman, Sheboygan Falls; 
Kurt Gesch, Howard’s Grove; Ray 
Reading, Haven; William Hama- 
check, C. S. Gale and R. Thieman, 
Sheboygan. 


1934 | 


far | 


An- | 


the | 





Four Are Named 
To New Duties 
At Chevrolet Co. 


Detroit, Mar. 30.—William E. 
Holler, general sales manager of 
| Chevrolet Motor Co., today an- 
nounced several promotions in 
| field personnel. 

E. J. McClees, formerly city 
| sales manager in Pittsburgh, is 
appointed zone manager of the 
| Flint zone for Chevrolet. He suc- 
| ceeds J. D. McLeod, who has re- 
signed to take over a Chevrolet 
dealer franchise. Mr. McClees 
| has been with Chevrolet since 
| 1929. 

Mr. McClees is succeeded in 
| Pittsburgh by G. C. Campbell, 
|formerly assistant manager at 
| Indianapolis. Mr. Campbell has 
| held important field sales posi- 
tions with Chevrolet since 1927. 

The appointment of M. D. 
| Graham as sales promotion man- 
ager of the Flint region is also 
| announced. Mr. Graham, before 
| his promotion to the new regional 
position, was sales promotion 
manager of the Norwood, Ohio 
zone. 

G. M. Davis, manager of dealer 
business management in the De- 
| troit zone, succeeds Mr. Campbell 
as assistant zone manager of 
Chevrolet’s Indianapolis zone. 





IN THIS 
CORNER 


(Continued from Page 4) 


other dealers and for this reason 
we are passing it along to you.” 

We too hasten to send this in- 
| formation to you in order that 
| you may warn your employes to 
be on their guard, should you be 
confronted with a similar situa- 
tion.—H. G. Bragg, general man- 
ljager, Automobile Merchants’ 


Assn. of New York, Inc. 
~ om * 


Brickbat for “‘Sparks’’ 

In March 21 “Sparks” column, 
reference is made to a car, lawn- 
mower and dog trade. 

It is surprising that such a 
story would be given circulation 
and probable sanction by the sup- 
posed trade authority newspaper. 
Without doubt, wrong interpreta- 
tion will be given this by some 
not well-informed members of the 
trade. 

If you do not know already that 
|such a transaction, however real 
or grotesque, is without founda- 
|tion of authority, then the right 
of your paper to be classed as a 
trade authority may be seriously 
challenged. Upon the other hand, 
you will be adding nothing con- 
structive by attempting to clown 
about it. 

As a matter of fact, the writer 
of this column belongs upon the 
staff of some paper attempting to 
conduct a society column, or more 
| probable, one conducted for those 
who have attained the “childish” 
age. At any rate, if he is not in- 
{terested in the proper adminis- 
| tration of the automobile code, 
| then his privilege to write upon 
| the subject should be limited. 

I expect something more con- 
structive and less disparaging for 
my six bucks per year.—A. C. 
| Long, manager, Long Motor Co., 
Salem, O. 





| 



















* * + 


Says Dealer Violated Code 
With regards to an article in 
your “Sparks” column concerning 
a certain dealer who took a sec- 
|ond-hand lawn mower and a 
scrubby-looking dog as part pay- 
|} ment on a new car, at an allow- 
lance of $50, please be advised as 
| follows, as this dealer certainly 
has violated the code and should 
be penalized accordingly. 
I have before me Interpreta- 
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Here’s Proof on Wheels 





When this Chevrolet truck goes out with the truck salesman to demonstrate the new truck body to a 
contractor, gravel hauler, or highway commissioner, it carries graphic evidence in the bed of the 
body of the improvements that have been made which prove of vital interest to the operator. 


Farmers’ Money 
Boosts Sales 
Pontiac Says 


Pontiac, Mar. 30.—The second 
solid trainload of new Pontiac 
automobiles to be shipped within 
two weeks to Noel V. Wood, Inc., 
Kansas City, Mo., distributor, left 
the factory this week, according 
to A. W. L. Gilpin, general sales 
manager. 


“Such a great improvement in 
business in the Kansas City ter- 


ritory has resulted from Federal | 


bounties paid on hogs and wheat 
acreage in the west as well as 
from cotton and tobacco sub- 
sidies of the southwest,” said Gil- 
pin, “that it has made itself felt 


in almost every line of business, | 


not only in the rural communities 
themselves but also in the large 
distributing centers which serve 
these large areas. 


“The Noel V. Wood Co., 


outside of Kansas City, found a 
ready market for their first train- 
load of two weeks ago,” he con- 
tinued. 

“We find practically the same 
conditions prevailing in other 
parts of the southwest, and dur- 
ing March we will have shipped 
1000 new cars into Texas. 

“When dealers in Texas take 
1000 cars in a month you can be 
sure the purchasing power is 
there for 1000 cars. Those deal- 
ers do not gamople their money on 
uncertainties.” 


May Buy Ajax Plant 


Racine, Wis., Mar. 30.—It is 
reported that an established rub- 
ber concern in Chicago will pur- 
chase the Ajax Rubber Co.’s plant 
here at a sheriff’s sale some time 
in May. The entire property was 
offered for sale about a year ago 
but there were no bidders. If 
the deal is completed, it is re- 
ported that the purchasers will 
begin operation in the plant about 
next August with a force of ap- 
proximately 600 persons. 


tion Bulletin No. 5 as issued by 


the Maine State Advisory Com- 
mitee operating under NADA 
code authority. In this bulletin 
under Trade Regulations 4, para- 
graph 3, it states as follows: “Any 
merchandise or commodity taken 
in lieu of a new or used car must 
be taken at the current liquidat- 
ing price of same. In the absence 
of any other definite method of 
determining the current market 
value of the article, the local ex- 
ecutive committee is to determine 
its value by appraisor.” 


If by any chance this particu- 
lar dealer referred to in your col- 
umn feels that he has not vio- 
lated the code ruling, he had bet- 
ter wake up, as this would be a 
swell loophole for any dealer to 
destroy the whole principle and 
real meaning and purpose of the 
code.—_S. E. Gemmer, president 
and general manager, Forest City 
Motor Co., Portland Maine. 


with | 
no large cities in their territory | 


— ® 











And here we have the “graphic evidence” referred to above. 


Indianapolis Group 


Holds Code Meetings | 


Indianapolis, Ind. Mar. 30.—| 
Leaders in the retail automobile 
code work in Indiana are en-| 
gaged in conducting a series of | 
meetings in cities located within 
the various 13 districts into which 
the state was divided for opera- 
tion of the code. 


The crusading group, composed 
of R. H. Losey, head of Losey 
Motors, Inc., and president of 
the Indianapolis Automobile 
Trade Assn.; C. H. Wallerich, of 
the C. H. Wallerich Co., a director 
of the association; T. E. Byrne, | 
general manager of the Citizens 
Motor Car Co., also a director, 
and M. S. McNey, assistant to) 
the board of directors in charge 
of code detail, is being assisted 
be Leo Finn, from the St. Louis 
office of the NADA. 





| 30.—A total 


| Wisconsin Rapids Show 


Sets New Crowd Record 

Wisconsin Rapids, Wis., Mar. 
paid attendance of 
3,171 at the three-day automo- 
bile show which closed here Mar. 
25 was reported by the Wiscon- 
sin Rapids Automobile Dealers’ 
Assn. It was the largest and 
most successful show ever staged 
by the association. Automobile 
dealers exhibiting at the show 
included, Anderson Motors, Inc., 
Ford and Lincoln; L. E. Jensen 
Garage, Studebaker, Pierce-Arrow 
and International; Schill Motor 
Co., Chrysler and Plymouth; 
Bethke Chevrolet Co., Bill Teske’s 
Garage, Hudson and Terraplane; 
Warsinske Auto Exchange, Dodge 
and Plymouth, and Wisconsin 
Rapids Motor Co., Buick Olds- 
mobile and Pontiac. 


FLEET OWNER LISTS 


Operators 
Having 


10 or more 
100 or more 


No. of 
Listings 


26,000 
2,500 


No. of 
Vehicles 


1,500,000 
900,000 


Lists That Are Kept Up to Date 
Lists that show the NAME OF THE MAN TO SEE and 


the total number of Vehicles. 


Each local list is zoned, routed, alphabetically indexed 


and vocationally keyed. 


We can supply a list for any city, trading area, state or 
for the entire country. 


FLEET OWNER LIST 
COMPANY 


1817 Broadway 


NEW YORK CITY 




























Changing Conditions 


Detroit, Mar. 30—A marked 
change has taken place in ve- 
hicle buying during recent years, 
developing two general classes 
of truck buyers, according to J. 
D. Burke, truck sales director 
of the Dodge Brothers Corp. 
While the distinction is not al- 
ways readily apparent to the 
casual observer, it actually does 
exist, he says. 


“There is one group which 
makes low initial cost the first 
consideration. Then there is a 
class which lays greatest stress 
on maximum durability and econ- 
omy of operation,” Mr. Burke 
continues. 

“The first group is chiefly con- 
fined to purchasers of trucks in 
the lower tonnage ranges—up to a 
maximum of two or three tons. 
The higher tonnage ranges ob- 
viously appeal to the other group, 
with some over-lapping around 
trucks of one and one-half and 
two tons capacity. 


Price Not Only Factor 


“It cannot be fairly assumed, | 


however, that the buyer of the 
lower-priced truck is willing to 
overlook either pay-load capacity, 
economy of operation, satisfac- 
tory length of service life, or 
attractive appearance when he 
buys a truck at lowest possible 
cost. As a matter of fact, the 
time has passed when people are 
willing to purchase almost any- 
thing so long as it is cheap. 

“Today, the purchaser of a 
commercial vehicle who makes 
price his prime consideration— 
and this represents a large group 
—expects at the same time other 
qualifications. This type of truck 
user usually looks. carefully into 
mechanical and structural fea- 
tures that promise him the most 
in uninterrupted service and low- 
cost upkeep.” 


The fact that a truck manu- | 


facturer is known to have plants, 
production facilities and _per- 
sonnel training such as are as- 
sociated with Dodge, is taken into 
consideration, continues 
Burke. The circumstances that 
the vehicle is of decidedly ad- 
vanced design and construction 
means much, because it indicates 
a transportation unit that is 
slower to depreciate, he says. 
In these types are to be found 
such outstanding features as full- 
floating axles, alloy steel inserts 
for exhaust valve seats, and 
brake drums of the best cylin- 
der iron obtainable. 

In chassis springs, on the other 
hand, some alloy is used in pref- 
erence to cheaper carbon steels, 
to the end that spring breakage 
may be prevented even on the 
roughest roads, Burke declares. 


Seek Driver Comfort 


Comfort for the driver is an- 
other very general demand of 
truck buyers, who recognize the 





Dump Trucks and Dump Trucks 


Pre ch - BY bea A 


Mr.| 


|line has been designed to meet 


| are stressed in fleet sales, to know 


| out to make a purchase for them- 


|of any kind on the part of the 
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New Truck Types Meet Food Truckers Are piri Now 


fact that efficiency of operation 
is greatly affected by fatigue. 


In the higher tonnage classi- 
fications, where low first cost is | 
still an important factor, but 
where the major consideration 
of the buyer is to operate a 
truck that is capable of day-in 
and day-out service, carrying 
heavy loads at minimum costs, 
performance becomes of greater 
importance than in the lower 
tonnage ranges, he said. 


“The Dodge Brothers heavy duty 





CANTON.O. 









all these requirements. The line 
consists of five basic chassis mod- 
els, ranging from two to seven 
and one-half tons in pay-load ca- 
pacity, and with wheelbases all 
the way from 150 to 220 inches,” 
he concluded. 


Reo Motor Opens 


Truck School to 
Fleet Operators | 


Detroit, Mar. ~ 30. Reo Motor 
Car Co., Lansing, at the request | 
of numerous owners of truck 
fleets have opened their school 
for truck salesmen so as to in- 
clude operators of truck fleets. 

The idea is to enable men in 
the fleet buying business, through 
a knowledge of the points that | 





Washington, Mar. 30. — 
threatened automobile strike hav- | 


be-told attitude and 


what to look for when they are | 


selves. 
There is no charge or obligation | House peace formula. 


There is, for instance, the chap- 





| operator if he decides to avail|ter of which Senator James | 
himself of the opportunities of- | Couzens, of Michigan, the motor 

fered by such a course of in-| manufacturer who went into 

struction. politics after making a fortune 

If those who would like to|jin the automobile field, was the 


study this course will send their 
names to Automotive Daily News, 
the full course will be mailed free 
of charge. 


hero. 
Well Qualified 
A friend of the Administration 


‘ a friend, too, of his former asso- 
Fruehauf Shift ciates, the Michigan Senator was 

Detroit, Mar. 30.—G. W. Cham- 
berlin, vice-president in charge of 
sales of the Fruehauf Trailer Co., 
announced today the appointment 
of Henry W. Raymond as a mem- 
ber of the Fruehauf sales staff, 
with headquarters at the factory 


he played. 
tiations looking toward adjust- 


pression prevailed that the motor 
manufacturers were 





torship. Senator Couzens knew 
they were not bluffing; that they 
were not the type. He sought 
the ear of the President to tell 
him what he knew of the char- 
acter of the men who manage 
the motor car factories. 
Speaking as a sympathizer 
with the Administration, and as 
one thoroughly acquainted with 
the automobile executives, he told 
the Chief Executive that if the 


Trailer Corp. 


New Valve Catalog 
Toledo, Ohio, Mar. 30.—Toledo 
Steel Products Co. announces the 
new 1934 Toledo valve and valve 
guide catalog. This catalog con- 
tains an alphabetical list of cars 
with the proper Toledo valve and 
valve guide number for each 








make and model. 


THE UNITED WHOLESA| 
GROCERY CO. 


teSTRIBUTORS OF 


ot 





Senator Couzens is Hero 


of Strike Parley Episode 


ing been settled amicably, Wash- | 
ington has donned a now-it- -can- | 
is discuss- | 
ing and elaborating many a fas-| 
cinating angle of the story that} 
heretofore was lost in the larger | 
| one of how the country was saved | 
|from the disaster by the White | 


and of labor; and, in the main, a} 


peculiarly qualified for the part| 


Early in the Washington nego- | 
ment of the controversy, the im- | 


bluffing | 


here. when they threatened, privately, | 
Raymond was formerly general | to close their plants rather than 
sales manager of the Lapeer| turn them over to a labor dicta- 


| such terminology to herald peace. 





P PRODUCTS 


Wholesale grocery men have taken kindly to the 157-inch van truck for store delivery. 
is protected from the weather and eliminates pilferage from the road. This Dodge one and one-half ton 


‘unit is indicative : of the trend. 






By WILLIAM ULLMAN 
The | 


industry's leaders said they were 


ready for a showdown, they 
meant just that. 
But, that was not all of the 


Senator’s story as it now is re- 


the exploitation of the recovery 


program into small bits by alien- 
ating completely the co-operation 
of manufacturers generally. 


The Senator made but this one 


| dramatic negotiations, but it left 
its mark on everything that hap- 
pened thereafter. 
- * 
Washington still is talking 
about the wizardry of the Presi- 
| dent in the use of words, a genius 
which it agrees finds its origin 
|in the clarity of his thinking. 
Articulately, he never was in 
better form than when he tackled 
the elucidation of the famous 
section 7-A of the recovery act. 
That provision has had no end 
of interpretation since the act 
was passed last June and it is 
universally agreed that each in- 
terpretation has left it somewhat 
more obscure and open to con- 
troversy. 


~ 


President’s Clarity 


vealed. He went on to point out} 


act by a few ambitious labor | 
leaders held the potential dyna- 
mite of blowing the recovery 


appearance on the stage of the} 
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The merchandise 


| chroniclers of the times in Wash- 
ington viewed the automobile 
strike threat as a hurdle too 
high for the mediation abilities 
of the President. As they esti- 
mated the likely result of the 
negotiations, they could see but 
one of two results, either the loss 
of industry’s support or that of 
labor. It simply was not in the 
| cards that so delicate a situation 
could be handled to the complete 
satisfaction of both disputants 
and it looked as if the Adminis- 
tration had been chased by cir- 
|ecumstance into a corner from 
which there was no escape. 





Conviction Grows 

As the negotiations proceeded 
and failed to produce an agree- 
ment, this conviction grew 

Then, on Sunday night, came 
| the dramatic end with everybody 
more than satisfied and with 
principles of industrial-labor re- 
lationship established that uni- 
versally are rated as capable of 
| carrying through to recovery. 

* * * 

Several cubits were added to 
the stature of the leaders of the 
motor industry by one thing that 
they did not do during the course 
of their appearance in Washing- 
ton. That was their decision not 
to issue a statement after the 
settlement. Throughout the ne- 
gotiations, they made regular an- 
nouncements of position on every- 
thing save those subjects upon 
which they were adjured to si- 
lence. 

It was a masterpiece of reti- 
cence and it attracted much more 
attention and favorable comment 
than columns of formal state- 
ment could have done. 





One remembers in this con- 
nection that when the NIRA was 
before the Senate elucidation of 
this provision was undertaken in 
order to obviate any obscurity in 
its meaning. Interpretative 
clause after interpretative clause 
was drafted until it became ap- 
parent that it just could not be 
done and the Senate dropped the 
matter and allowed the clause to 
| stand as drafted originally. 

When the provision eventually 
brought the whole recovery pro- 
gram to the brink of disaster in 
the threatened automobile strike, 
the President interpreted it in a 
few words, in a document that 
is rated as a classic of simplicity 
and clarity. 

As if that were not enough to 
establish the Roosevelt genius for 
telling phrases, the acceptance of 
the 7-A interpretation by both 
parties to the controversy gave 
the President another opportu- 
nity. Impersonally estimating the 
result of the negotiations, he 
characterized them as a signally 
successful venture in “social en- 
gineering.” Never has a threat- 
ened strike been settled with 


If that were possible, the phrase 
makes the accomplishment sound 
even more significant than it ac- 
tually is. No one ascribes that 
intent to Mr. Roosevelt in coining 








With 42 major projects in prospect similar to the great expansion in the Tennessee Valley, dump 
trucks will again be conspicuous among new truck deliveries. Trucks, like the Reo shown above, 
that take their loads of rock and dirt from the shovel need a different body than is usually sold for 





gravel hauling. 


the phrase, but it has that effect 


regardless. 
. . * 


Even his most ardent well- 
wishers among the newspaper 


* * * 


The celerity with which Gen. 
Hugh S. Johnson, recovery ad- 
ministrator, entered the contro- 
versy when the National Labor 
Board admitted its inability to 
handle the situation, and the in- 
defatigability with which he 
worked for the next ten days con- 
stitute an important chapter in 
the strike story. 


Saw Storm Brewing 


The situation represented in 
the controversy was the ominous 
one for which the recovery ad- 
ministrator has been waiting for 
months. He always knew it was 
coming, a result of the futility of 
all efforts to establish sound 
principles by which 7-A might be 
administered to the satisfaction 
of both labor and management. 

Once into it, the recovery ad- 
ministrator never stopped. Hour 
after hour, day and night, he 
sought a solution; running from 
a meeting of labor leaders to a 
session of the manufacturers, It 
was like the strenuous days when 
NRA was getting started, than 
which there have been no busier 
ones in the general’s busy life. 

When it was over, Johnson was 
exhausted, completely worn out. 
But, he had won a victory; the 
greatest, perhaps, in his career, 
for he saw laid down in the terms 
of peace the principle for which 
he had been searching for months 
—the one that he always knew 
must be established to save the 
new deal from destruction. 
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War Continued 
On Wagner Bill 


(Continued from Page 1) 


mittee of which Senator Walsh is 
chairman: 

“The bill seems entirely un- 
necessary in view of the very 
broad interpretation given to 
Section 7-A of the Recovery Act 
by the President in his settle- 
ment of the threatened automo- 
bile strike, All that is needed is 
a short amendment to Section 7-A 
of the Recovery Act, protecting 
the employe from coercion, either 
by employers, labor organizations 
or others. 


“The labor provisions of the 





Coming Events 


APRIL 
4—Los Angeles. API California District | 
Meeting. 
6-7—State College, Pa. 
Meeting. 
7-17—Basel, 

Fair. 
14-22—Oslo, 
Show. 
19—New York. 
Mecting. 
49-20—Cleveland. 
Meeting. 


API Eastern District 


Switzerland. Swiss Industries 


Norway. National Automobile 


| 
Metropolitan Section SAE 


National Petroleum Assn. | 
MAY 


{-4—Washington, D. C. U. S. Chamber 
of Commerce. 


2—New York, 
Meeting. 


3-5—Kansas City, 
Society. 

9-(i—Tulsa, Okla. 
of America. 


42-19—Tulsa, Okla. 
Exposition. 


17—New York. 
Meeting. 


FLEXIBLE 
LIGHT WEIGHT 


BABBITT LINED 
STEEL BACKED 
ACCURATE 
DEPENDABLE 
ECONOMICAL 


Precision Type Interchangeable 


Metropolitan Section SAE 
Mo. American Chemical 
National Gasoline Assn 


International Petroleum | 


Metropolitan Section SAE 
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Thin Wall 
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AND CONNECTING 
ROD LINERS | 
For Extremely HEAVY DUTY | 


Thin Wall Steel Backed Bearings | 


Lined With LEADED BRONZE| 
(Trade Name “CLEVITE”) | 
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Ta any 


EE 0 4 


CLEVELAND, OHIO 








Recovery Act should not be made 
permanent until the whole act is 
reconsidered prior to its expira- 
tion in June, 1935.” In conclud- 
ing his seven-point attack, the 
witness cited another major ob- 
jection to the bill’s enactment in 
the terse statement: 

“The act probably is unconsti- 
tutional.” 
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Colorado Bases Tax 


Value on NADA Guide 


Denver, Mar. 30.—Tax valua- 
tions of automobiles in Colorado 
this year will be based upon the 
February issue of the NADA 
Official Used Car Guide, the state 
tax commission said in a circular 
this week. The 1933 and 1934 
models will be assessed at 80 per 


cent of the valuations shown in 
the book, the 1931 and 1932 models 
at 70 per cent and the 1930 and 
prior years at 60 per cent. 





Anderson Elected 


Jamestown, N. Y., Mar. 30.— 
Paul N. Anderson has_ been 
elected president of the Dahl- 
strom Metallic Door Co., succeed- 
ing H. E. V. Porter, resigned. 





Rubber Exports Up 


Montreal, Mar. 30. — Export 
of rubber manufacturers in Feb- 
ruary amounted to $758,639, an 
increase of more than $200,000 as 
compared with $513,775 in the cor- 
responding month of last year, 
according to a report issued to- 
day by the Dominion Bureau of 
Statistics. 





LATEST CUMULATIVE NEW PASSENGER CAR 


These cumulative figures, showing the number of new automobiles registered in each state during the preceding 
month are published in Automotive Daily News immediately upon release twice weekly. 
R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co. and Metropolitan New 


CHRYSLER GROUP 


York area which are compi 








FORD GROUP 





led by Sherlock & Arnold. 








GENERAL MOTORS GROUP 


Figures supplied by 


HUDSON GROUP 
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French End Quota 

Washington, Mar. 30.—Abolition 
of the French import quota re- | 
striction on rubber tires and in- 
ner tubes is announced in the 
Journal Officiel for Mar. 25, | 
states a cablegram to the Depart- | 
ment of Commerce. This quota 
has been established, along with 


numerous others, on Jan. 1, 1934. | It 


REGISTRATIONS 40 STATES FEB. 


is the 


Wis., 


first case 


Sales, 


Mar. 
violation of the 


was 


to be 


| Code Violation Charge 
Tried at Milwaukee 


Milwaukee, 
Charged with 


30.— 


prose- | 


cuted by the district attorney’s | 
office for alleged violation of au- | 
tomobile code practises. I. ; ; 
: | ing and regulation of businesses 

Windler was arrested on a com- | 
plaint of J. B. King, chairman of 
state code for the motor vehicle| the Milwaukee county executive 
trade, Edward C. Windler, of the 
Windler Motor 
raigned in district court here and | motor sales firm allowed more 
his case continued for two weeks. | than the code permitted on a used 
car taken in trade. 


ar-| tises, 


May License Dealers 
Minneapolis, Mar. 30.—Licens- 


| handling lubricating oils, greases 


}and denatured alcohol for use in 
motor vehicles was recommended 


| commission enforcing code prac-| to the Minneapolis city council by 


who complained that the| its committee on ordinances and 
legislation. The fee was set at 
$25. This recommendation will be 
considered early in April. 


1934-33 


The complete cumulative figures will appear every Satu rday, until all 48 states or completed United States totals 
New states shown today include Colorado, Mississippi, Rhode Island, Ten- 


for the month have been printed. 


NASH GROUP 





nessee and Texas. 


NON-AFFILIATED MANUFACTURERS 
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‘Budd Peace Made 
On Same Lines 
As Detroit Plan 


(Continued from Page 1) 
spect to re-employment, it will 
restore the job of one striker out 
of every two men hired. In the 
matter of lay-offs, it will con- 
sider first those employes who are 
married and have dependents, 
then individual skill and merit, 
and thereafter dismiss workers 
on the basis of one outside union 
member to each company union 
member. 

In connection with the re-em- 
ployment program, the company 
points out that while it antici- 
| pates no expansion of forces on a 
general scale, normal replace- 
ments will mean the opening up 
of many jobs. 
| Considerable significance  at- 
taches to the termination of the 
3udd company dispute in that it 
marks the first application of the 
principles of the automobile 
strike settlement to other than 
the controversy immediately in- 
| volved. The Budd case was not 
considered a part of the automo- 
tive issue when the latter was 
settled. 





| 





. 
‘<a word in 
. i) 
edgewise’’ 
(Continued from Page 4) 
paigns being conducted by either 
manufacturers or dealers. He will 
appreciate comments on passing 
copy or promotional schemes, just 
so long as they are exclusively 
automotive. 


THERE CAN BE no greater 
contribution to the recovery pro- 
gram than the ample use of good 
advertising. That statement will 
hold water in any business, but it 
is particularly applicable to the 
automotive industry this year be- 
cause the winds of public interest 
are already blowing our way and 
we need only to hoist the adver- 
tising sails to take full advantage 
for our own products. Advertis- 
ing withstood the depression 
much better than many of its 
supporters would have thought 
possible in the face of a con- 
stantly descending sales chart. 
Some wise economists have com- 
mented on this as one of the con- 
tributing causes to America’s 
maintaining a calm outer appear- 
ance when internally she was be- 
ing wracked by social disorders 
of the most alarming proportions. 


THE AUTOMOTIVE industry 
was built on advertising. There 
are some who might challenge 
this statement by referring to the 
| several years in which it was 
pretty generally conceded that 
Ford did not believe in advertis- 
ing and used it only sparingly, if 
at all. But they forget that the 
Model T was introduced in news- 
| paper broadsides, a sensation in 
advertising at the time and who 
can measure in miles the public- 
ity which Mr. Ford’s activities 
have attracted in the years which 
followed. Today the Ford Com- 
pany and their dealers do a most 
excellent and far-reaching job of 
advertising and use, I believe, 
practically every medium for this 
purpose. Yes, I repeat, the auto- 
motive industry was built on ad- 
vertising —it will be rebuilt by 
advertising and we offer our new 
column “The 4th Dimension” as a 
contribution to this cause. 

Do you like the idea?—G. M. S. 


Proposes Tunnel 


Paulsboro, N. J., Mar. 30 (UT 
PS).—State Senator William H. 
Albright, of Gloucester county, 
sponsor of the project for the 
construction of a vehicular tun- 
nel under the Delaware River, 
with Paulsboro as the probable 
New Jersey terminal, and Chester 
as the Pennsylvania terminal, 
states the cost will be $20,000,000 
and it will give employment to 
4,000 men for a period of two 
years. 












AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 31, 1934 
Commercial Car Registrations, February 1934-33* 


Figures supplied by R. L. Polk & Co. except New Jersey, supplied by New Jersey Motor List Co, and Metropolitan New York area supplied by Sherlock & Arnold. 
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*Arkansas, California, Georgia, towa, Kentucky, Louisiana, Maine, New York, and Vermont are not shown in the above compilation, 
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Weekly Average 
Changes Little 


Despite Trading 


By C. J. ALEXANDER 
New York, Mar. - Motor 


shares changed little in price this | 


week from last, although they 
had their ups and downs. Again 
influences outside the industry 
exerted a greater influence on the 
movement of automobile stocks 
than the increasing production, 
sales and earnings of the com- 
panies behind the securities. 
Removal of an immediate gen- 


eral strike threat brought a brisk | 


rally in the motors Monday 
morning but most of the gains 


were lost in the afternoon and on | 


Tuesday came the most severe 
sinking spell of recent weeks. 
Prices came back Wednesday 
and Thursday and the Exchange 
was closed today. 

Wall Street generally this week 
had a bad case of the jitters over 
the prospect of an early enact- 


ment of the bill proposing string- | 


ent regulation of the stock ex- 
changes and through them cer- 
tain practices of corporations 
with reference to financial re- 
ports, methods of accounting, etc., 

Eaton Mfg. Co. declared a divi- 


dend of 25 cents a share on its | 


common stock, payable May 15 
to stockholders of record May 1. 
This was the same rate as paid 
three months ago. 


Exchange Bill a Threat 


The erratic price movements 
of the motor shares this week 
for the most part had little or 
nothing to do with values or the 
outlook for the industry. The 
motors showed a willingness to 
go ahead after the settlement of 
the threatened strike but suffered 
along with the rest of the mar- 
ket when passage of the stock ex- 
change control act became more 
certain. The underlying strength 
of the automobile shares was 
evident during the rallies, 
in the fact that for the week 
ended Wednesday 


The Automotive Daily News 


stock price averages showed the | 
the week | 


following changes in 


ended Mar, 28: 


last wk. this wk 
24 motors .......... 26.39 26.77 
10 car—truck 
companies ...... 2 
10 parts— 
accessories ° 20.50 
4 tire—rubbers 2.48 21.92 O.5¢ 


The automobile stocks are fin- 
ishing March at levels moderately 
below those of the end of Feb- 
ruary, as shown by the following 
table of ADN averages: 


Feb. 28) Mar. 28 


28.50 26.77 


changes 
+- O38 


55 28.06 + O51 


20,29 0.01 


changes 


24 motors 
10 car—truck 
companies 
10 parts— 
accessories 
4 rubbers ..... . 23.50 


It will be noted from the fore- 
going tabulations that although 
the car and truck company shares 
were able to establish a small in- 
crease, in the average, in the last 
week, they showed the largest de- 
cline for the month. The drop for 
the month was not large, however, 
and was viewed as an indication 
of strength in view of the in- 
ability of the stock market as a 
whole to make headway. 

With earnings reports for 1933 
about all accounted for, attention 
is turning to income statements 
for the first quarter, which will 
begin to make their appearance 
within a few weeks. A summary 
of the reports of 55 automotive 
companies for 1933, shows the fol- 
lowing results: 


29.90 


20,93 20,29 
21.92 1.58 


Net Income 
1933 1932 

12 car—truck co.’ $88,313,000 d $28,648,000 
38 part acces 11,423,000 ds 13,684,000 
5 tire—rubbers . 7,748,000 d 7,896,000 
TOTALS ....$107,484,.000 d $50,228,000 

In other words, the leading | 
units of the industry in 1933 | 


showed a net profit, after charges, 
of $107,484,000, in contrast to a 
deficit of $50,228,000 in the pre- 
ceding year. This represented 


and | 


they were | 
slightly higher than a week ago. | 
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Karly Week Losses Regained in Thursday Rally 





an improvement in earnings last 
year over 1932 of $157,712,000. 

The net income for the 55 com- 
panies was smaller than that re- 
ported in these columns for the 
first 50 companies to report, the 
last five reports having included 
four deficits for 1933. 

Among the last to report for 
1933 was the Reo Motor Car Co., 
which showed a smaller loss than 
in the preceding year. Reo’s cur- 
rent assets on Dec. 31, last, 


current liabilities of only $954,763. 

Not included in the above tabu- 
lation was Rolls-Royce of Amer- 
ica, Inc., which had a loss of 
| $267,274, last year, as against a 
loss of $431,526 in the preceding 
year. 


Hupp Message 


In connection with earnings 
for the quarter now ending, C. D. 
Hastings, president of the Hupp 
Motor Car Corp., has informed 
stockholders by letter that, “our 
first quarter will be unsatisfactory 
but in no way should be con- 
sidered an index to the results 
of the full year’s business.” Mr. 
Hastings pointed out that “due 
to the tool and die makers strike 
last Fall, all manufacturers have 
been seriously delayed in getting 
new models.” 

W. W. Hoagland, president of 
the Hayes Body Corp., has stated 
that he expects to be able to re- 
port a profit for the first quarter. 

Encouraging to the automobile 
industry are the forecasts being 
made in responsible quarters of 
the petroleum industry that the 
consumption of gasoline by mo- 
torists this Spring and Summer 
will show a sharp improvement 
of last year. More driving means 
more new cars and the wearing 
out of old vehicles. Hope is held 
out for a good-sized increase in 
registrations of motor cars, in- 
cluding vehicles that were in 





storage in 1933, this year over 
last. 

The stocks of the tire and 
|rubber companies have done 


pretty well recently, perhaps, in 
anticipation of further increases 
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| amounted to $7,886,952, as against 


New York, Mar. 30 (3:25 P.M. 





in prices of tires. William 
O'Neill, president of General Tire 
& Rubber Co., recently predicted 
a rise of 50 per cent in the price 
of tires within the next year and 
the industry was reported to have 
formulated a plan for the elim- 
ination of the price cutting which 
has plagued the manufacturer 
and dealer alike in recent weeks. 
The Phoenix Securities Corp., 
has purchased 40,000 additional 
shares of the stock of the Auto- 
car Co., now holding 120,000 of 
the 200,000 shares outstanding. 


Bendix Sunbeam 


Vincent Bendix, president of 
the Bendix Aviation Corp., in his 
remarks to stockholders accom- 
panying the annual report issued 
this week, said that new accounts 
obtained by the company for its 
old and new products should have 
a significant effect on earnings 
this year if the business of the 
automobile industry holds to 1933 
levels. 

Financial observers were par- 
ticularly interested in his state- 
ment that “we look for a like im- 
provement in aviation, both mili- 
tary and commercial.” 

As a result of the failure of 
two Detroit banks to complete 
underwriting agreements with the 
Kelsey-Hayes Wheel Co.,_ the 
company is holding 72,299 shares 
of its own class B stock and cer- 
tain of its 15-year six per cent 





AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS THURSDAY, MARCH 29, 1934. 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit 





Last Minute Wall Street Wires 
From CONRAD ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


).—Due to a custom of long- 


standing, the New York Stock Exchange did not open 


today, in observance of Good Friday. 


first mortgage bonds, according to 
a report issued this week by the 
stock list committee of the New 
York Stock Exchange. All other 
parties to the underwriting plan 
made good on their commitments 
and the two banks that did not 
do so failed because of the fact 
that they went into receivership. 


Wage Boost Effected 


Salem, O., Mar. 30.— Mullins 
Mfg. Co. has announced a 10 per 
cent wage increase to go into 
effect April 2. The boost will 
benefit more than 1,600 men and 
women employes and will mean 
an increase of approximately 
$20,000 monthly to the present 
payroll. Officials of the company 
report more persons are employed 
now than at any time since 1929, 
when the employment figure was 
near the 2,000 mark. 


Timken Profit 

Canton, O., Mar. 30.—General 
business improvement in 1933 en- 
abled the Timken Roller Bearing 
Co. to earn a net profit of $2,- 
172,850.68 after providing for all 
charges, including depreciation 
and taxes. Coming after a net 
loss of $482,827.63 in 1932, the 
report emphasizes the marked 
upturn in business as it has af- 
fected the company. 
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Packard Plans 
$1,200 Car for 
1935 Offering 


(Continued from Page 1) 
year’s market, and later confirmed 
by M. M. Gilman, vice-president. 
President Macauley writes: 

“Notwithstanding our increas- 
ing share of the fine cars sold, we 
have been considering for some 
time the broadening of our mar- 
kets to provide a greater use for 
our manufacturing facilities by 
marketing a wider range of 
products for the benefit not only 
of the public but of our distribu- 
tors and the company as well. 

“We are in an excellent posi- 
tion to do so—our surveys indi- 
cate that there is a substantial 
market for an outstanding line of 
smaller and lower-priced quality 
cars. We intend that any line of 
cars added shall be absolutely 
non-competitive in price with our 
present line of cars. 

“We started sometime ago the 
development of this lower-priced 
car. The results are encouraging 
—we cannot say at this time 
when these new cars will be 
available. We still have research 
and development work to do but 
we are forging ahead with a 
great deal of energy and en- 
thusiasm. When we believe that 
they are as perfect as we know 
how to make them and superior 
to the price class competition 
they will have to meet we intend 
then to get their manufacture 
under way. 

“For the many who aspire to 
ownership of our cars but who, 
for one reason or another, prefer 
a smaller and lower-priced auto- 
mobile, we intend to have in due 
time our lower-priced car as out- 
standing in its price class as our 
present cars are outstanding in 
the high-price field. The new car 
should have a unique position in 
the automobile market and 
should contribute substantially to 
the future growth of your com- 
pany.” 

Most gratifying to the stock- 
holders was the financial report 
for the year ended Dec. 31, 1933, 
and certified by independent au- 
ditors. That report shows net 
profit of $107,081 after charges, 
depreciation, etc., compared with 
net loss for 1932 of $6,824,312 after 
above charges and also a special 
charge of $1,000,000 against earn- 
ings, which was added to reserve 
for general purposes to provide 
for any losses that might occur 
in bank deposits. 

Total additions to surplus 
amounted to $506,434—-the amount 
added to surplus in addition to 
the operating profit was $399, 353 
consisting of an excess of $261, 470 
in the reserve provided last year 
to cover deposits in closed banks 
and a refund by the United States 
Government of $137,883 covering 
an over-assessment of Federal in- 
come tax paid by the company for 
the year 1930. 


Quarter 
Sales Exceed 


Total of 1933 


Indianapolis, March. 30. In the 
first three months of 1934, the 
Marmon-Herrington Co. booked 
actual business than in the 


entire 12 months of 1933, it is re- 
ported by Bert Dingley, vice- 
president in charge of sales. All 
| of the orders included in this 
year’s three months’ total are 
for all-wheel-drive equipment for 
delivery as soon as completed. 


Numerous vehicles already have 
been shipped. 

The 1934 record, according to 
Dingley, is all the more remark- 


| able when it is considered that in 


1933 the Marmon-Herrington Co. 
built and sold more than six 
times as many units as in 1932, 





When NASH says: 


“BENDIX BRAKES" 





Above: Nash Ambassador Eight. Below: LaFayette Four Door Sedan. Both are equipped with Bendix Equal-Action Mechanical Brakes. 
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Sritipee AI-ETICASe CA Wiek lubricating 1miserrs. 
Equal-action, Bendix 4-wheel, internal-expanding mechanical brakes, cable 
and conduit operated. 
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BENDIX 


Equal Action Mechanical 


BRAKES 





HE brilliant new Nash and 

LaFayette cars, which both dealers 
and public have received with such 
enthusiasm, offer superb stopping 
ability. Nash Motors Corporation is 
telling the public why. 


Bendix Equal-Action Mechanical 
Brakes have brought to Nash and 
LaFayette, as well as to an impressive 
list of other prominent 1934 cars, the 
smoothest, most satisfying brake per- 
formance the industry has ever known. 


To the fine reputation which Nash- 
built cars enjoy, the name and fame of 
Bendix provides another asset, recog- 
nized wherever cars are driven. 


Bendix products are part and parcel 
of every make of American motor car 
today. No name in the industry can 
add to the sales appeal of any motor car 
to a greater degree than the name of 
this famed pioneer institution. 


BENDIX PRODUCTS CORPORATION 
401 Bendix Drive, South Bend, Indiana 


(Subsidiary of Bendix Aviation Corporation) 


Below: Bendix New Equal-Action Mechanical Brakes, 
as incorporated in the 1934 Nash Ambassador Eight. 
Non-warping cast drums are effectually guarded against 
entrance of water, grease or dirt. Note the clean-cut 
design and armored conduit, through which tremendously 
strong, pre-stretched and lubricated steel cable controls 
the simple and sturdy two-shoe mechanism. Take-up 
adjustment, for lining wear, consists of a single nut. All 
1934 Nash and LaFayette models have these brakes. 








